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FIRST MESSAGE FROM 
PRESIDENT F. L. JONES 


—— -—— 


Issues Official Statement of 
Plans for the Coming 
Year 


FOLLOW TWO MAJOR LINES 





Associations to Promote Professional 
Training of Underwriters and Closer 
Contacts With Other Institutions 





INDIANAPOLIS, IND., Nov. 4— 
President Frank L. Jones of the Na- 
tional Association of Life Underwriters 
this week issued his first official state- 
ment to the life underwriters of the 
country as follows: 

“The convention of the National asso- 
ciation in Kansas City demonstrated 
again that the most advanced ideas and 
methods of life underwriting are devel- 
oped each year in this great open forum 
of the underwriters of America. It is 
unfortunate that only 10 percent of the 


members of our local associations could 
be present to hear the foremast men of 
this country discuss life insurance in its 
relations to education, banking, benefac- 
tions, thrift, taxation and other impor- 
tant institutions. 


To Send Out Programs 


“During the ensuing association year 
we shall send from the National head- 
quarters some outlines of these impor- 
tant talks, with suggested programs, so 
that they may be presented locally to 
the membership of the National asso- 
ciation, which aggregates about 15,000. 
In this way advanced ideas may be the 
common property of our membership. 

“The National association was con- 
ceived in the idea that we should estab- 
lish and maintain ethical standards. 
Long ago the leading underwriters of 

merica were in agreement upon the 
Principal standards which should obtain 
m our profession. We need no longer 
put great emphasis upon that important 
subject. We are now involved in con- 
structive practices which follow two 
Major lines: 

Lines to Be Followed 


First, the consideration and develop- 
ae of life underwriting as a pro- 
‘€ssion. To promote and develop that 
idea the National association has en- 
ot the creation of schools, cor- 
th Pondence courses and libraries, so 

at in reach of every underwriter in 
a there is the means of educa- 
Pa through study and the opportunity 
th Tread good books, affecting not only 

© Principles of life insurance but the 
sal Practices of it—books on psy- 
r ology, on methods, on functions and 
1 special phases of service. 
een tee we are creating contacts be- 
pee Ae msurance as an institution 
stitest of the other leading social in- 
—-, of America. In our National 
— and in local association 
mgs, we are developing almost 


daily the close contacts with trust com- 





WOODS GIVES REPORT 
TRUST COMPANY COOPERATION 


Chairman of National Association Com- 
mittee Points Out Opportunity 
to Serve the Public 


Edward A. Woods, chairman of the 
committee on cooperation with trust 
companies of the National Association 
of Life Underwriters, supplements the 
report of his committee that he made at 
the convention of the National Associa- 
tion of Life Underwriters. Mr. Woods 
says in his report: 

“I would like to add that cooperation 
offers a wonderful opportunity to serve 
the public, life insurance companies and 
trust companies by directing attention 
to the urgent need of making wills, pro- 
vision for the creation or conservation 
of estates and the protection of existing 
insurance against shrinkage by being 
used to pay debts and administration 
costs. There are millions of Americans 
who never have made but should make 
wills, naming competent executors, pre- 
ferably trust companies. 


Deo Not Provide Ready Cash 


“The vast majority of decedents who 
leave estates do not provide sufficient 
ready cash to their executors. The total 
shrinkage of estates each year exceeds 
by many millions all life insurance death 
claims paid. Most Americans now car- 
rying life insurance undoubtedly con- 
sider that at their death this insurance 
will go to their beneficiaries clear. It 
would be startling to most of them to 
learn what shrinkages occur in every 
estate and that life insurance payable to 
widows or children is frequently used to 
cover such depreciation. 


Big Daily Record 


“Recently a large life insurance 
agency wrote 1,235 applications for 
$4,070,445 in one day, based largely on 
the appeal of a ‘clean-up’ policy, in- 
cluded in which total were 134 policies 
taken by an already well-insured group 
on their own lives. This indicates that 
a rich reward awaits those underwriters 
and trust companies that carry this 
message to the public. It also offers a 
solution to estate problems in the form 
of life insurance coverage. Calling at- 
tention to the cash needs for estate pur- 
poses should result in millions of new 
policies placed by underwriters and hun- 
dreds of millions of dollars of trusts 
turned over for trust company manage- 
ment.” 

The record of the agency to which he 
refers was his own. This was Oct. 20, 
“Frank H. Davis Day,” when the 
Woods agency received 1,235 applica- 
tions for $4,070,445 from 352 representa- 
tives. 








panies, educational institutions, business 
organizations, families and charitable 
institutions that are mutually helpful 
and profitable. 


Solution of Many Problems 


“There is no other institution in this 
country that is so closely related to all 
of the other social institutions as is life 
insurance. The broad sciences of so- 
ciology and economics have been taught 
for years in our leading colleges and 





GETS RURAL CARRIERS 
GREAT SOUTHERN’S BIG DEAL 


Texas Company Closes Contract on 
Association With 30,000 Members 
All Over Country 


HOUSTON, TEX., Nov. 5.—E. P. 
Greenwood, president of the Great 
Southern Life of Houston, announced 
this week the closing of a contract with 
the National Rural Letter Carriers As- 
sociation for a group policy covering the 
entire membership of that association, 
which constitutes the largest deal ever 
consummated by a Texas company. 
The association has a total membership 





E. P. GREENWOOD 
President Great Southern Life 


of 30,000, and it is believed that the total 
amount of insurance involved will run 
close to $50,000,000. 

Several months ago the board of con- 
trol of the National Rural Letter Car- 
riers Association was authorized by the 
membership to arrange for a policy of 
life insurance, on the group plan, that 
could be made to cover the entire mem- 
bership. Preliminary negotiations were 
entered into at that time which finally 
culminated in a conference at the na- 
tional headquarters of the association in 
Washington between officials of several 
life companies and the officers of the 
association. After a complete investiga- 
tion the contract was awarded to the 
Great Southern, which was represented 
by President Greenwood. The contract 
as definitely executed bears the signa- 
tures of W. A. Keown, president of the 
association, L. G. Blackman, secretary, 
and Lucien Andrews, treasurer and su- 
pervisor of insurance. 








universities. The principles which have 
been established in these two sciences 
have been worked into the fabric of life 
insurance, so that we now have prac- 
tical solutions, in whole or in part, of 
(CONTINUED ON PAGE 25) 





PROBLEM OF DISTRICT 
AGENCIES DISCUSSED 


Linton Presents Valuable Paper to 
American Institute of 
Actuaries 


MAKES STUDY OF RETURNS 


Analyzes Various Methods of Develop- 
ing Large Territories and Contracts 
for Expenses and Commissions 


M. Albert Linton, vice-president of 
the Provident Mutual Life, presented an 
interesting paper on “Returns under Dis- 
trict Agency Contracts” at the meeting 
of the Institute of Actuaries 
in Chicago this week. Mr. Linton last 
year at the joint meeting of the Ameri- 
can Institute and Actuarial Society read 
a paper on Under Agency 
Contracts” which attracted wide atten- 
tion. The present paper, extracts from 
which follow, is a logical extension of 
that study into the problems of district 
agents and agency supervisors: 


American 


“Returns 


Is a Desired Goal 


“Adequate district agency develop- 
ment is something which many com- 
panies desire, but not so many actually 
possess. The primary producer, the man 
who carries the rate book, receives the 
lion’s share of the commission that is 
paid by the company. In many 
instances the margin remaining is none 
too large to compensate the general 
agent for his own organizing work, and 
in consequence he frequently is unable, 
or thinks he is unable, to establish other 
organizing centers under the control of 
district agents. Another phase of the 
same problem is the compensation of 
supervisors employed to stimulate the 
production of the agents rather than to 
build up district agency centers. 

“We assume two underlying general 
agents’ contracts: (1) Providing re- 
newal commissions of nine years of 7% 
percent, five of 5, and a subsequent col- 
lection fee of 2% percent; (11) providing 
renewals of 12% percent graded the 
second year, eight years of 7% percent, 
and a subsequent collection fee of 2% 
percent. The general agent’s renewal 
margins under the two contracts (as- 
suming the sub-agent’s renewal com- 
mission to be 5 percent for nine years) 
are: nine 2's, five 5's and a subsequent 
collection fee of 2% percent and (II) 
7% percent graded the second year, 
followed by 2% per cent for the dura- 
tion of the contract. In each case we 
shall also assume that the general agent 
has available a first year’s margin of 5 
percent. The district agent’s compensa- 
tion must be paid from the foregoing 
commissions. We shall assume that any 
overriding commission which he re- 
ceives will be confined to the first two 
policy years. 

“We assume for the basic tables, a 
single year’s production of $100,000 and 
a uniform yearly production of $100,000, 
The figures thus presented enable the 
building up of results for any produc- 
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tion program that may be assumed. We 
assume an average premium of $30 per 
$1,000 and an average policy of $3,500. 
Two sets of termination rates, A and 
B, are assumed. The A rates involve 
a voluntary withdrawal rate of 10 per- 
cent in the first year, grading down to 
2 per cent in the 15th year. The B 
rates commence at 20 percent and are 
graded down to 4 percent. We shall 
assume that the yearly expense of main- 
taining an old policy at the main 
agency office is $1.25. Most of this 
expense is of an accounting or clerical 
character, being connected with the col- 
lection of premiums, the handling of 
loans, options, assignments, beneficiary 
changes, surrenders, etc. Taking the 
agency expense data furnished by some 
of the Provident Mutual general agents 
for 1924 it would appear that the first 
year’s office cost of new business is in 
the neighborhood of $6.25 per new 
policy; that is, five times the average 
old policy cost of $1.25. 


Attitades Toward District Agencies 


“There is of course more than one 
way of regarding district agency busi- 
ness. The general agent in contem- 
plating the establishment of a district 
agency may take the ground that he 
will charge against the district agency 
business only those expenses which are 
added by such business and, within reas- 





M, ALBERT LINTON 
Vice-President Provident Mutual 


onable limits, will not charge against it 
certain items as rent and clerical ex- 
enses that would be incurred anyhow. 
rom this point of view the assumption 
of new and old policy office costs of 
$6.25 and $1.25 respectively may be 
somewhat high. It seems better how- 
ever to lean toward conservatism in this 
respect so that the general agent’s prob- 
able return will not be overstated. 

“In computing our basic tables of net 
returns we take into account the ex- 
penses just described, but not the ex- 
penses of the district agency. The 
reason for this omission is an absence 
of information which would enable us 
to relate district agency expenses to a 
given volume of district agency busi- 
ness. The main items of such expenses 
are rent, salaries, miscellaneous office 
expenses, and cost of supervision. 


Returns Under One Contract 


“Based upon termination rates A, the 
district agent’s contract—2% percent 
the first year and 2% the second, in 
conjunction with general agent’s con- 
tract(II), during the first year, the gen- 
eral agent has a deficit of $104 and the 
district agent a return of $75. In the 
second year, the general and district 
agents receive $82 and $67 respectively. 
After the second year, the district agent’s 
interest ceases and the general agent 
receives $33. This decreases year 
by year with decrease in the busi- 
ness in force until it reaches $20 in the 
15th year. The district agent’s total 
during the two years, for the $100,000 
production is $142 or $1.42 per $1,000. 








: There is very little in it for him for the 


RULING ON RESERVES 


——_ 


SPECIFY DISABILITY TABLES 
Superintendent Beha Asks the Com- 
panies to Furnish Information on 
Their Practice and Experience 





NEW YORK, Nov. 4.—Superintend- 
ent Beha has ruled that reserves for 
total and permanent disability benefits 
in life policies and for claims on dis- 
abled lives must be calculated on bases 
at least as high as Hunter’s disability 
and disabled lives tables with 3 percent 
or 3% percent interest. In a letter to 
the companies licensed in the state, 
Superintendent Beha asked for informa- 
tion relating to the subject. Following 
is the questionnaire sent out with the 
announcement of the ruling: 


Seeks Information 


Is the practice of your company in ac- 
cordance with the above ruling? 

Does your company carry reserves for 
the above benefits in excess of the re- 
serves based on Hunter’s tables? If so, 
explain briefly and state the amount of 
excess of such reserves over reserves 
based on Hunter’s tables. 

If the disability benefits contained in 
any of your policies provide that the in- 
sured shall be presumed to be per- 
manently disabled after he has been 
totally disabled for a specified period, 
such as three months, please. state 
whether or not you carry any additional 
reserve to cover such temporary disabil- 
ity benefits as are not covered by Hun- 
ter’s tables. Also state your method of 
calculating such additional reserves and 
the approximate amount thereof. 

In case your company carries addi- 
tional reserves to cover any other bene- 
fits which are not fully covered by Hun- 
ter’s tables, please state the method of 
calculation and the approximate amounts 
of the additional reserves. 

Are your gross premiums for disability 
benefits at least as high as the net pre- 
miums based on Hunter’s disability 
tables? If not, please state the amount 
of deficiency reserve carried by your 
company. 

Are your waiver of premium reserves 
calculated to cover the waiver of the 
gross instead of the net premiums? 

If your company includes accidental 
death benefits in its life policies, please 
state the net and gross premiums charged 
for such benefits. Also state the method 
of calculating the reserve for such bene- 
fits included in limited payment life and 
other similar policies under which the 
benefits continue in force after the pre- 
miums cease. 

If the experience of the companies, 
which I understand is now being tabu- 
lated and analyzed, indicates that Hun- 
ter’s disability tables are not satisfactory 
as reserve bases, we invite the expres- 
sion of your opinion on same and the 
matter will have our further attention. 








The general -agent’s total for five years 
is 71 cents per $1,000 of original pro- 
duction, for ten years $2 per $1,000 and 
for 15 years $3.06 per $1,000. 


Equity in Renewals 


“We must not overlook the value of 
the general agent’s future renewal equity 
in the business which has been built up. 
Assuming a renewal equity of the bal- 
ance of nine renewal commissions of 
one percent, we find that in nine years 
a uniform yearly -production of $100,000 
will build up a renewal equity having a 
discounted value of $798 or $563, ac- 
cording as A or B termination rates are 
assumed. After the agency is nine years 
old, these figures represent a future 
return in addition to the cash that has 
been realized from operations. They 
help to ameliorate the situation but by 
no means do they solve the problem of 
providing the general agent with an 
adequate income. 

“We have been considering the re- 
sults under district agency contract of 
2% percent the first year and 2% the 
the general agent. Transferring our at- 
tention to the contract 5 percent the 
first year and 2% the second, we find 
from the general agent’s point of view the 
unprofitable character of the business. 


PLANS EXTENSIVE TRIP 
TO VISIT MANY ASSOCIATIONS 


Frank L. Jones, National Life Under- 
writers’ President, Expects to Make 
Tour Through Distant Territories 


INDIANAPOLIS, IND., Nov. 4.— 
Frank L. Jones, president of the Na- 
tional Association of Life Underwriters, 
is planning to give a great deal of his 
time to the association during the next 
year and already is arranging itineraries 
for visiting many local associations. He 
will be with the Pittsburgh association 
Friday of this week when a big meeting 
will be held. Some 60 new members 
will be elected at the meeting which will 
bring its total membership above 500. 
He will be in Chicago Nov. 17-18; St. 
Louis, Nov. 24; Philadelphia, Dec. 2; 
New York City, Dec. 3-4 for the Na- 
tional Association of Life Insurance 
Presidents, Detroit, Dec. 5. 


Hold Essay Contest 


President Jones anticipates a very in- 
teresting meeting at Detroit as the 
Union Trust Company of that city will 
award five $1,000 scholarships to high 
school pupils who will be winners in an 
essay contest on “The Advantages of 
Life Insurance.” A dinner will cele- 
brate the event and some 500 persons 
are expected to be present, the officers 
of the trust company, principals of the 
high schools, the competing students 
and the local association of life under- 
writers. This Union Trust Company 
contest appeals strongly to Mr. Jones, 
who is a great advocate of educational 
means and methods for bringing life in- 
surance to public consideration. The 
good effect of having all high school 
students of a city like Detroit eagerly 
studying life insurance with the idea of 
competing for such worthwhile prizes is 
immeasurable in Mr. Jones’ opinion. 


Plans Seven Week Trip 


Mr. Jones plans to start in February 
on a seven week trip through the south, 
southwest, west and northwest, visiting 
associations in those parts of the coun- 
try so distant from the next meeting 
place, Atlantic City, that many members 
will not be able to attend, and in this 
way Mr. Jones feels that they can be 
given a touch of National association 
spirit and influence. 

Organization is a strong forte with 
Mr. Jones and he is already appointing 
some 25 field assistants who will each 
father three or four local associations, 
each of which will work along the same 
lines on a work sheet. 


Many Associations Formed 


A gratifying discovery has been made 
by Mr. Jones since he was elected to 
the presidency, in that Indiana, his home 
state, has more local associations than 
any other state. He has discovered this 
by making a survey of the country. Two- 
new strong associations were organized 
in Indiana last week at Richmond and 
Muncie and one will be organized at 
Hammond Friday of this week. 
Throughout the country there will be 
activity in organization work. An asso- 
ciation was formed in Newark, N. J., 
last week. Mr. Jones says that it can 
be safely predicted that there will be 
a. live local associations by March, 
1926. 


VICE-PRESIDENTS’ LIST 


——_——_ 


STATE OFFICIALS ARE NAMED 





American Life Convention Has Ap. 
nounced Its Official Representatives 
in the Various Commonwealths 





The executive committee of the Amer. 
ican Life Convention has appointed the 
state vice-presidents as follows: 


Alabama, Wm. D. Jelks, president, Pro. 
tective Life, Birmingham. 

Arkansas, J. H. Trach, vice-president, 
Home Life, Fordyce. 

California, Gordon Thomson, vice-presj- 
dent, West Coast Life, San Francisco, 

Colorado, Robert Brown, secretary anj 
general manager American Life, Denver. 

Connecticut, William BroSmith, vice. 
president and general counsel, Travelers, 
Hartford. 

*x* * * 


District of Columbia, William Mont- 
gomery, president, Acacia Mutual Life, 
Washington. 

Idaho, Howard J. Brace, assistant 
agency director, Idaho State Life, Boise. 

Illinois, Emmet C. May, president 
Peoria Life, Peoria. 

Indiana, Frank P. Manly, president In- 
dianapolis Life, Indianapolis. 

Iowa, Jay G. Sigmund, vice-president 
Cedar Rapids Life, Cedar Rapids. 

Kansas, J. H. Edwards, president, Kan- 
sas Life, Topeka. 

* * 

Kentucky, W. W. Moore, vice-president, 
Inter-Southern Life, Louisville. 

Louisiana, Crawford H. Ellis, president 
Pan-American Life, New Orleans. 

Maryland, J. C. Maginnis, president 
Eureka-Maryland Assurance, Baltimore. 

Michigan, J. J. Mooney, president 
Michigan Mutual Life, Detroit. 

Minnesota, E. W. Randall, president 
Minnesota Mutual Life, St. Paul. 

Mississippi, C. W. Welty, vice-president 
Lamar Life, Jackson. 

Missouri, W. T. Grant, president Busi- 
ness Men's Assurance, Kansas City. 


Montana, H. R. Cunningham, vice- 
president Montana Life, Helena. 

Nebraska, F. J. Uehling, president 
North American National, Omaha. 

New Hampshire, Robert J. Merrill, 
vice-president, United Life & Accident, 


Concord. 

*x* * x 
New Mexico, George Roslington, vice- 
president, Occidental Life, Albuquerque. 
New York, T. Louis Hansen, vice- 
president Guardian Life, New York City. 
North Carolina, Charles W. Gold, treas- 
urer Jefferson Standard Life, Greensboro. 
North Dakota, F. L. Conklin, secretary 
Provident Life, Bismarck. 
Ohio, John M. Sarver, president Ohio 
State Life, Columbus. 
Oklahoma, Edwin Starkey, vice-presi- 
dent, Mid-Continent Life, Oklahoma City. 
Oregon, C. S. Samuel, general manager 
Oregon Life, Portland. 
Pennsylvania, John C. Hill, president 
Standard Life, Pittsburgh. 
South Carolina, C. O, Milford, president 
Southeastern Life, Greenville. 
South Dakota, F. L. Bramble, secretary 
Midland National Life, Watertown. 
Tennessee, P. M. Estes, general counsel 
Life & Casualty, Nashville. 

*x* * * 
Texas, Tom Poynor, vice-president 
Southern Union Life, Ft. Worth. 
Utah, J. O. Carter, president Inter- 
Mountain Life, Salt Lake City. 
Virginia, E. Strudwick, Jr., vice-presi- 
dent, Atlantic Life, Richmond. : 
Washington, Edward J. O'Shea, vice- 
president, New World Life, Spokane. 
West Virginia, E. C. Milair, vice- 
president and secretary George Wash- 
ington Life, Charleston. ' 
Wisconsin, George A. Boissard, presi 
dent, National Guardian Life, Madison. 








first 15 years. However, 15 years is a 
rather long time to wait and a general 
agent might reasonably hesitate to enter 
into an arrangement where the returns 
were so long delayed. And his hesita- 
tion might be increased should he in- 
vestigate the effect upon his return of a 
heavier lapse rate. Let us repeat again 
that no provision has been made for the 
expenses at the district agency office. 
The answer in some instances is no dis- 
trict agency development. In other in- 
stances where there is a greater margin 


pany expense allowance or from a” 
additional overriding commission, o 
trict agency development is being carrie 
on successfully. 

Most Favorable Contracts 


“Of the district agency contract 
sidered, much may be said in favor 7 
percent the first year and 2% the — : 
It is well that the district agent s° a 
have an interest in the conservation. 

the business for the production of . “A 
second. This is the most favorable 


$s con- 
of 2% 








for the general agent either from com- 


(CONTINUED ON PAGE 25) 
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R0GER BABSON TALKS 
TO BOSTON LIFE MEN 


General Agents Hear Review of 
Nation’s Business 
Conditions 





GIVES FACTORS IN SALES 





Noted Expert Speaks on the Economic 
Laws Which Govern the Business 
of Life Insurance 





BOSTON, MASS., Nov. 5.—Roger 
Babson of the Babson Statistical Insti- 
tute last week addressed some 25 gen- 
eral agents of Boston who were guests 
of the executive committee of the Bos- 
ton Life Underwriters Association at a 


dinner. In part, Mr. Babson spoke as 


follows: 

“You have sold your business while 
others waited for buyers. I would like 
to have you tell the Babson employes 
how to sell their wares. How much is 
your business to be affected by general 
business conditions? Life insurance 
must be classed with the largest and 
most substantial businesses in the coun- 
try today. I don’t see why life insur- 
ance should not fluctuate with other 
business. The life business will always 
continue to grow. You are interested 
now in the abnormal growth. If you 
had only the growth of a few years ago 
you would be disappointed as your sales 
forces, expenses and equipment are so 
large. Will life insurance have a steady 
increase or will it fluctuate like other 
business? I don’t know any more about 
that than you. You are going to have 
a few years of steady increase and then 
you may fluctuate like other business. 
My advice is that you will soon reach 
a saturation point, although no satura- 
tion point is definite, and then you will 
be subject to the same rules as any 
other business. 


Overestimate Salesman’s Value 


“The salesman is largely overesti- 
mated, we feel. They are getting credit 
and salaries they don’t deserve. One 
large department store owner in Boston 
told me that 90 percent of his success 
was in buying and showing off of his 
goods and 10 percent in the selling. 
Your great success is largely due to the 
fact that people are in a mood for life 
msurance and not to your ability to 
sell. My guess is that in years to come 
you will find it so. You would have 
done three-fourths of your business in 
these past few years with one-fourth of 
your salesmen. That is certainly true 
in all these industries. It is the public 
that makes or breaks industry. 

One thing I would impress upon 
you: Every salesman should budget 
his community more than his expenses. 
Give a little more attention to indus- 
tries and localities, with inflations and 
depressions in view. You are interested 
in volume. It seems to me you. should 
begin to analyze where the money is 
coming from. You will then see that 
a risk of $100,000 in one industry is 
worth as much as $200,000 in another 
industry. The first may grow. as time 
80s on, the second will go out of busi- 
hess in 20 years. Some localities are 
8towing and others are not. In the 
south $1,000,000 is worth as much as 
$1,250,000 in the north at this time. New 
ars iS -a-group of investers and 
of of producers. New Englanders 
oor to make money by investment 
ather than by their brain and brawn. 


Watch Customers’ Business 


Pun. ou should take an interest in the 
ch modities of your customers. If a 
Gent is in the copper business a policy 

$100,000 is worth more than $200,000 








HEADS GOTHAM AGENCY 

CUNNINGHAM SUCCEEDS BELL 

Appointment of Assistant Superintend- 
ent of Agencies for Mutual Life 


Left Vacancy in New York 


NEW YORK, Nov. 5.—Philip D. 


Cunningham, formerly a partner in the | 


Grill-Cunningham Agency, general 
agents of the Travelers, has been ap- 
pointed manager of the home office 
agency of the Mutual Life, succeeding 
Thomas C. Bell who has been named 
assistant superintendent of agencies. 
Mr. Cunningham, who is only 36 years 
of age, joined the Mutual Life as clerk 
in the correspondence department in 
1909. He joined the Bell agency as 
solicitor in 1913. In 1922 he formed the 
partnership with J. George Grill. 

Mr. Bell, the new assistant superin- 
tendent of agencies, first became con- 
nected with the Mutual Life in 1890. 
Soon after he became manager for 
Charles H. Raymond, Mutual Life gen- 
eral agent in New York. In 1905 he 
was appointed agency supervisor for the 
metropolitan district by the Mutual Life, 
becoming manager of the home office 
agency in 1907. 

The Grill-Cunningham Agency, gen- 
eral agent in New York for the Trav- 
elers life department, will be incor- 
porated. This move is being taken, 
following the appointment of Mr. Cun- 
ningham as manager of the home office 
agency of the Mutual Life, in order 
that the agency may be continued and 
in time turned over to five members of 
the staff largely responsible for its suc- 
cess: Walter C. Grill, John Kunderman, 
J. A. Higgins, W. A. Daley and George 
Bradford. 








on a man in the rubber business. Cop- 
per is bound to go up and the profits 
increase and you will eventually write 
more business on that man. I would 
rather have a policy on a man in the 
bituminous coal business today than one 
on a man in the anthracite business. 
Bonds are better than stocks. I wouldn't 
want to write business on shoe workers 
in Lynn and Brockton, on fishing in- 
terests in Gloucester, or in shipbuilding. 
Take your own medicine and insure 
against disaster. 

“We are the results of circumstances. 
Men make fortunes not by their bril- 
liancy but by force and favor of cir- 
cumstances and by being ready at the 
right time, getting into the right thing 
at the right time and sailing along with 
the times. Men do not make conditions, 
but conditions make men. Men are 
successes not because they are brilliant 
but because they hit things at the right 
time. I sat in a kitchen in Florida with 
Schwab, Gary and Mellon, and Mr. Car- 
negie expressed the same thing to me. 
Each one of those men admitted to me 
that if they had gone into some other 
business or into the steel business at 
some other time, they would never have 
been heard from in the world. 


Product Country Wanted 


“That you may not be swellheaded | 
would say that I think your growth in 
the last ten years is not due to your 
brilliancy but to the fact that. you had 
a product the country wanted and that 
a competitor in life instifance cannot 
start up overnight: You have something 
of great value which it is difficult for 
a competitor to share. If you compare 
the sales of life insurance with the out- 
put of steel in the last few years you 
haven’t anything to be proud of. You 
haven’t done anywhere near as well as 
other lines of business. So if you have 
had a 100 percent growth in ten years, 
much more has been done in other 
lines. 

“What would make a depression in 
life insurance? As an amateur it seems 
to me your growth has come from in- 
creased wages of the masses and from 
interest in business insurance. What 


HANDLES LEGAL WORK 


\I§ ELECTED VICE-PRESIDENT 





| Charles R. Holton Joins the Great 
Northern Life and Is Now Becom- 
ing Its General Counsel 


Charles R. Holton has been elected 
vice-president and general counsel of the 
| Great Northern Life where he will suc- 
| ceed the late Frank A. Helmer. Mr. 
| Holton and Mr. Helmer were in the 
same legal firm, Helmer, Moulton, 
Whitman & Holton, of Chicago. Mr. 





R. HOLTON 


CHARLES 
Elected Vice-President and General 
Counsel of the Great Northern 
Life of Chicage 


Holton became connected with the old 
Central Business Men’s at its organiza- 
tion in 1914, and has always taken a 
great interest in it. He followed along 
when the Central Business Men’s and 
the Great Northern were consolidated. 
He graduated from the University of 
Illinois in “1908 and received the degree 
of doctor of jurisprudence two years 
later from the University of Chicago. 
He is regarded as an authority in insur- 
ance law. 








is the outlook for profits and wages in 
the next ten years? It is.all right for 
1926. In a few years we will have con- 
siderable unemployment and profits will 
be small. Foreign conditions are bad. 
Our federal banking system is good and 
that helps. We have no inflated prices. 
Hand-to-mouth buying prevents undue 
production. Installment sales have sta- 
bilized purchases. It has been a good 
year for crops; 1925 will beat anything 
for some time. Greater intelligence is 
being shown by men and statistics tend 
to stabilize business. Some features are 
not satisfactory. First, is the automo- 
bile industry. It cannot continue to ex- 
pand as now. The next panic, if caused 
by local conditions, will be brought 
about by the automobile. 


Effect of a Slump 


“Your business will have a slump 
when hard times come. The install- 
ment business will be hit. Life insur- 
ance is an installment business and the 
installment business is now in good re- 
pute. In the old days a man bought 
and paid for what he had and when 
hard times came he only had to think 
about getting a little to keep him alive. 
Today he must think about payments 
on the piano, victrola, automobile and 
life insurance. In. my opinion he will 
drop his life insurance first.” 


Postmen Get Group Policy 


The postmen of St. Paul, Minn., who 
are members of the National Associa- 
tion of Letter Carriers, have taken out 
a group policy in the Prudential through 
Jacob A. Zimmer, superintendent of the 
company at St. Paul. 











SENTIMENT NOT FORMED 
ON PROPOSED CHANGE 


Companies Have Not Given Much 
Thought to the American 
Men’s Table 





MANY WILL OPPOSE PLAN 





Profits on Mortality on the Younger 
Ages Would Undoubtedly Be 
Greatly Reduced 





_ There was considerable lobby discus- 
sion of the proposed adoption as a legal 
standard of the American Men's table 
at the American Life Convention in 
Louisville. The general sentiment at 
the convention was clearly against the 
adoption of the table at this time. While 
the time may come, five or ten years 
hence, when the young companies. may 
not oppose it, it is quite likely that the 
table could not be adopted as the legal 
Standard in any of the western states 
under present conditions. 


Attitude of Big “Non-Par” Companies 


Some of those interviewed seem to 
think it was projected at the insurance 
commissioners’ meeting at San Antonio 
merely for advertising purposes and 
that there is no real movement behind 
it. The Story got about that the big 
non-participating companies such as the 
Travelers and Aetna Life are pushing 
it, as a part of the competition between 
mutual and non-par companies. Mutual 
companies for the past couple of years 


have been concentrating on reduced 
costs, some of which go below the 
American 3% percent net rates. Such 


companies as the Travelers and Aetna 
Life are no doubt able to furnish insur- 
ance on the non-participating plan at 
less than the net rate. 


Obstruction Is Seen 


The present American and Actuaries’ 
standards are regarded by some as plac- 
ing an obstruction in the way of non- 
par rate reduction, largely because of 
the necessity of putting up larger re- 
serves than would be requiretl under the 
American Men’s table. In Ohio, and 
possibly other states, it is pointed out, 
some time ago objections were raised 
to the non-participating companies writ- 
ing group insurance at less than the net 
table rates. In some states the law 
has been interpreted so as to make it 
illegal for companies to charge a gross 


rate less than the legally recognized 
table. From age 32 on there is not a 
great difference in rate between the 


American Men’s table and the American 
Experience. The big difference is in 
the ages below 32. Actuaries have al- 
ready done considerable figuring to see 
just how the new table would work out 
and there are various angles to the situ- 
ation. 


Effect on 


The argument against the proposed 
table by the younger non-par companies 
is that it might. tend to force & reduc- 
tion in agents’ commissions and that the 
younger companies might not be able 
to stand this reduction until they have 
acquired a considerable amount of busi- 
ness on their books, with established 
eneral agencies having a good renewal 
income. The younger companies per- 
haps have the advantage in mortality 
and interest earnings, but they are at 
a certain disadvantage both in overhead 
and in acquisition expense. Some fear 
that a reduction of commissions might 
force their agents into the ranks of the 
larger and stronger companies, but this 
view is not held by all. 

It is argued that the younger and 
smaller companies give general agency 


Agents’ Commissions 
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Are You Planning to Move? 


Insurance companies, branch offices, and general 
ents will find a real office home here, whether 
y want space in large or small units. 


Location, equipment and service unsurpassed. 


William S. Pye, Manager 


Room 1243 Phone: Franklin 4850 





























Se 
a acaEEEEEREREEEEEEE 








THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President Denver, Colorado 
Condition—December 31, 1924 


Assets ‘ ecccccccccccccccese$ 79131,788. 

BE premeneteothient heewrenmens 
Capital and Garples.cccccccccccesccscccs 868,078.24 
Insurance in Force ......seseeseeeseesss 54,025,068.00 


FULL HOME OFFICE CO-OPERATION ENABLES OUR AGENTS TO SUCCEED. 
DESIRABLE TERRITORY OPEN TO MEN OF ABILITY. 








We have opportunities for Agents in 
Arkansas, Illinois and lowa 
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commissions to many of their producers 
who do not have extensive agency or- 
ganizations. It is also pointed out that 
agents of younger companies are 
strongly attached-to their organizations, 
usually through personal ties with home 
office officials, and that the home office 
officials of the smaller. companies are 
naturally stronger personally with their 
men than are the officials of the larger 
companies which have many agencies. 
Chief Element of Strength 


There is no doubt that many small 
companies regard the saving in mor- 
tality as their chief element of strength 
in building up their business. Not only 
does newly-selected business have a bet- 
ter mortality than old business, but 
many of the smaller companies are in 
especially favored localities with regard 
to health and longevity. However, the 
building of an agency organization from 
the ground up is expensive under any 
circumstances and naturally the smaller 
companies wish to have just as large a 
margin as possible while they are bear- 
ing these unusual expenses. Some of 
them point out that for years the largest 
companies in the country have had a 
comparatively high cost but that it has 
not operated against them in getting 
business. 

Champion Wide Distribution 


They take it rather unkindly that the 
larger companies should feel inclined 
to turn on the screws just at the time 
when they are getting underway. How- 
ever, while the actuaries of the larger 
and older companies seem to favor the 
American Men’s table, there is not much 
indication that the company officials 
themselves who have charge of the busi- 
ness will feel inclined to favor the pro- 
posed table as a means of competition 
with the younger companies. The legis- 
latures of most of the states are likely 
to be strong for home institutions. 
There is a general sentiment abroad 
that the life insurance business will be 
in a much healthier condition if the life 
business is distributed pretty evenly all 
over the country and if companies are 
developed in all the different sections. 


Many Oppose Too Much Concentration 


They point out that the one criticism 
that might be leveled at the life busi- 
ness at a time when it is just coming 
into its own would be that it might 
mean the concentration of great masses 
of capital in the larger cities and that 
public policy would demand an even 
distribution. Many of the younger com- 
panies have not yet thoroughly analyzed 
the American Men’s table and what its 
adoption would mean to them. They 
are, however, suspicious of any move 
looking to the adoption of the table and 
are disinclined to favor it at this time. 


Opinion Not Yet Formed 


Smaller companies operating on a 
conservative commission basis seem not 
to object to it, doubtless figuring that 
a reduction of commissions all along 
the line would be helpful to them. The 
fact is that opinion on the new table 
is not yet formed and that it will be 
some time before the proper analysis 
will be made and its meaning thor- 
oughly understood. 


Opinion of an Actuary 


An actuary of one of the older and 
larger companies figures it this way: In 
the first place, it is a mistaken impres- 
sion that the American Men’s table 


-| would reduce the reserves and thereby 


release funds to surplus. The reserves 
put up under a table depend on the 
“sharpness of the curve” rather than on 
the actual magnitude of the mortality 
and on the American Men’s table the 
sharpness of the curve is much greater 
during the early life of the policy than 
under the American 3% percent table, 
which is commonly used at present. 
This would mean that the companies 
would defer their profits till towards the 
later years of the policy, rather than 
take them down during the earlier 
years, as at present. 

It is well known that there is a fine 
profit under the American table at the 





ages under 40. The Aetna Life ang 
Travelers are selling ordinary life nop. 
participating policies at the net Ameri. 
can 3% percent reserve rates from ages 
40 down, and putting a loading on the 
ages above 40. If a larger reserve would 
be required in the early years on: the 
policies issued at ages 40 and lower the 
profits during the early life of the policy 
would be reduced rather than increased 
and at the younger ages the excess jp. 
terest earnings would bring in a profit 
during the later life of the policy. Pos. 
sibly the larger companies, with ample 
resources, figure that in competition 
with the general run of companies they 
would have the advantage if profits did 
not occur to such an extent during the 
early life of a policy. In other words, 
they would depend upon investments 
rather than mortality savings for profits, 


Want Lower Rates at Younger Ages 


Of course, it is not proposed to make 
the American Men’s table obligatory, 
but only “permissive.” In many of the 
states companies are prohibited from 
writing at less than the legal reserve 
rates, and for this reason alone compa- 
nies like the Aetna Life and Travelers 
would no doubt like to have permission 
to reduce rates at the younger ages and 
thus compete with the low cost partici- 
pating companies. At present they 
cannot do this in many states. To make 
it permissive to issue policies at the 
American Men’s table rates would no 
doubt cause such large companies to 
reduce their rates still lower at the 
younger ages and the other non-partici- 
pating companies would be placed at a 
disadvantage unless they followed suit 
in the reduction. 


Might Force Rate Reduction 


The president and actuary of one of 
the smaller non-participating companies 
operating in New York with only the 
New York standard of agents’ commis- 
sions is in favor of the adoption of the 
American Men’s table, while the non- 
participating companies which are not 
held down by the New York scale of 
commissions are very largely opposed 
to it. These companies no doubt feel 
that they might be compelled to lower 
agents’ commissions to the New York 
standard and at the same time reduce 
their rates correspondingly. Some of 
them feel that this would be a dan- 
gerous thing to do at the present time. 


Effect of Preliminary Term 


However, one actuary of an older 
company points out that as the younger 
companies already have the advantage 
of the preliminary term method of val- 
uation, they can still pay their agents 
a larger commission than the New York 
standard if they so wish. It must be 
remembered that large companies like 
ihe Aetna Life and Travelers are on the 
level premium basis of valuation and 
that whatever business they buy must 
be financed out of surplus or the old 
business. This actuary does not think 
that the young companies would be 
unduly handicapped by the adoption of 
the American Men’s table. It is under- 
stood that the Travelers, so far as cal- 
culations for its own purposes are con- 
cerned, figures on the American Men's 
4 percent table. Of course, the com- 
pany reserves on the legal table, but 
in its own calculations it assumes the 
American Men’s 4 percent table to be 
safe. Actuaries of the older <nd larger 
companies take the proposed change 
seriously and believe that it is more than 
a mere discussion. Usually, they are 
in favor of it. It is safe to say that 
the younger companies have not yet 
thoroughly digested the plan and for the 
present are decidedly opposed to it. 





Issues Group Policy 


The Prudential has completed af- 
rangements to issue a group policy to 
the 84 members of the Ohio conference 
of the Methodist church. Each of the 
insured will pay part of the premium, 
while the organization will bear the rest 
of the cost of the policies, which will 
be for $1,000. The insurance was place 
through the office of Frank C. Pierson, 
Prudential manager at Pittsburgh. 
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Modern Life 


Policies 








The agent who can offer to his prospect that form of insurance which 


will best satisfy the need, is the man who will put the 


business on his books. 


Nowadays it is the man who can serve best who succeeds best. And the man 
who serves best in the life insurance game is the man who has the equipment 


to give the service. 


International Lifemen are completely equipped with modern life policies. 
They lack nothing—standard and substandard—participating and non-partici- 


pating in a great variety of forms and a reinsurance 
take care of policies for large amounts. They can ren 
to the prospect which cannot be beat. 


department which can 
der a complete service 


One of the “Whys” of International Life Success 


Fastest Growing Company 
in the Mississippi . Valley 


International Life Insurance Co. 


St. Louis, Missouri 


W. K. WHITFIELD, President 


DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’l Mgr. Agents 
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GET WITH A 


LIVE COMPANY 


That’s progressive, full of and does things 
for its Agents and Policy like the great 


BANKERS LIFE COMPANY OF IOWA 


The most popular company in the field today—with the fastest 
selling policies ever offered—and backed by an Agency force 
that’s breaking all records. 


FOR FULL TIME MEN WE OFFER— 


1—Free Schooling starting soon. 

2—Free Circularizing. 

3—High grade premium notes handled. 

4—Advances against commissions on high grade premium notes. 

5S—A Line of Special Estate and. Income Contract Unsurpa 

6—Rate Book illustrations that help you sell and sell big. : 

7--Preferred disability for professional men and executives that is 
written by no other Company. 

8—Regular Disability and Double Indemnity. 

9—Preferred Risk Rating and Class A, B and C Ratings. 

10—Covering the entire field as no other Company covers it. 

11—Monthly Saving plan for employees in groups of five or more. 

12—Other helps such as no other Agency offers you and backed by a 
live General Agency Staff. 

13—If you want to sell the best and most popular Estate Contracts in 
the Field—Join the Chicago “I WILL” Agency. 


Brokerage Business Handled 


De FOREST BOWMAN 
AGENCY MANAGER: 


BANKERS LIFE COMPANY OF IOWA 


80 E. Jackson Blvd., Suite 637-649 CHICAGO 
Phone Harrison 8054 











SPEAKS ON PENSIONS 





VALUE OF REINSURANCE PLAN 





R. A. Hohaus Discusses Method of 
Stabilizing Funds for Future Pay- 
ments to Retired Employes 





How reinsurance can stabilize exist- 
ing pension plans, affecting more thar 
3,000,000 American workmen, and offset 
the likelihood of political interference 
were among the points stressed by R. A. 
Hohaus, one of the pension experts of 
the actuarial staff of the Metropolitan, 
in a discussion before the Actuarial 
Society of America at Montreal. 

Illustrating the effectiveness of the 
reinsurance method of protection, Mr. 
Hohaus drew attention to the pension 
plan of a Chicago packing concern, 
which terminated so unfortunately for 
participating employes, and the pension 
program recently established by the 
New York Stock Exchange, in which 
every provision is guaranteed by an- 
nuities purchased from one of the lead- 
ing American life insurance companies. 


Plan Was Not Sound 


“The unfortunate termination in 1922 
of the Morris & Co. plan, a contributory 
one, which resulted in the cessation of 
payments to about 400 pensioners, has 
impressed many employers with the very 
practical aspect of the pension problem 
and they are seeking a solution which 
they realize must be satisfactory to both 
employe and employer if serious injury 
to our present industrial structure is to 
be avoided,” said Mr. Hohaus. 

In explaining his idea of such a solu- 
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tion, Mr. Hohaus pointed out that there 
are two divergent schools of thought 
as to the best method to pursue. Under 
the one known as self imsurance, gq 
pension fund is administered either 
solely by the employer or jointly by the 
employer and his employes. “The assets 
and liabilities of the fund,” said Mr. 
Hohaus, “may be part of the financial 
structure of the concern or may be 
handled separately in various ways. The 
main characteristic is that the employer, 
or employer and employes, jointly take 
the full responsibility for the adminis- 
tration and carry, themselves, the vari- 
ous risks involved. Reinsurance is the 
adoption of the services of an insurance 
company as the administrator of the 
fund and carrier of the risks.” 


Fund Creates Temptations 


As a large fund necessarily must be 
built up under a self-insurance plan, Mr, 
Hohaus pointed out that the temptation 
exists for employer, and for employes, 
to regard this at least in part as surplus 
and to agitate for a reduction in con- 
tributions or an increase in benefits. 

“Moreover,” he added, “if the financial 
statement of a corporation, similar in 
nature to a public utility, shows a large 
fund being held in reserve for a retire- 
ment plan, a splendid target for attack 
by politicians is offered. 

“All these objections disappear in re- 
insurance, for then the plan is set forth 
in definite contract form and funds are 
replaced by contractual promises of a 
corporation which can and must carry 
out its promises.” 


Hohaus Assistant Actuary 


Reinhard A. Hohaus has 
pointed an assistant 


been ap- 
actuary of the 





Metropolitan Life. 





POLICIES SOLD IN RECORD ONE DAY’S 
DRIVE ARE DELIVERED BY AIRPLANE 
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Somewhere 
There Is a Man 


W HO is a broad visioned, large capacity, 
Agency Manager or perhaps an assist- 
ant securing results, but who feels that the 
possibilities in his present connection are 
limited. 


Such is the type of man one of the best and 
most substantial Old Line Companies wants | 
for its 


Agency Manager 


A> the Agency Manager, he will receive 
the utmost of cooperation and backing. 
He will lack nothing that is within the power 
of the Company to provide for the successful 
development of the Agency Organization. 


Unless you have the qualifications outlined 
above, are honest and have a reputation for 
fair dealing, do not apply. This is a big job for 
a big man. If you do believe you qualify, ad- 
dress P-83 Care The National Underwriter to- 
‘day. 




















N recognition of the record for the 
] number of applications written in 

one day set by Guy W. Peabody of 
Sedalia, Mo., agent for the Royal Union 
Life, the policies, together with a beau- 
tiful silver loving cup, presented by the 
company in recognition of Mr. Pea- 
body’s achievement, were delivered at 
Sedalia Oct. 23 by airplane by Earl 
Mercer, president of the Life Under- 
writers Association of Kansas City, who 
presented the policies and trophy to Mr. 
Peabody. The plane was piloted by 
Byron Truitt of Sedalia. 

At the flying field west of Sedalia to 
greet the plane was a party composed of 
Mr. and Mrs. Peabody, Karl Zander, 
president of the Life Underwriters As- 
sociation of Sedalia, and several Royal 
Union agents. 

The policies were encased in a special 





Left to right: 


Sedalia, Mo.; Earl G. Mercer, president Life Underwriters Associat 
City; Fred Sandfort, Frank Wright, Floyd Ripley, Royal Union agen 








jacket on which appeared this inscrip- 
tion: 

“Royal Union Life Insurance Com- 
pany, Des Moines, Ia. 

“Missouri said ‘Show Me,’ and Seda- 
lia did! 

“This is one of 115 policies applied for 
Sept. 29, 1925, to Guy W. Peabody, dis- 
trict agent for the Royal Union Life In- 
surance Company, which won for him 
the world’s record for applications in 
one day, and delivered by aeroplane.” 

The silver loving cup, which is about 
12 inches high, bears the following in- 
scription: 

“Presented to Guy W. Peabody by 
the Royal Union Life Insurance Com- 
pany, in recognition of his achievement 
of Sept. 29, 1925, when he broke the 
world’s record by writing 115 applica- 
tions in a single day.” 





Karl Zander, president Life Underwriters Association of 


ion of Kansas 
ts, and Guy 


W. Peabody, Royal Union agent, who, on Sept. 29, broke the world’s record for 








number of applications written in a single day. 
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FEW KANSAS CHANGES 


PROGRESS IN CODIFICATION 





Commission Is Gratified Over Attitude 
of Companies in Making Sugges- 
tions for Policyholders Good 





TOPEKA, KANS., Nov. 5.— The 
Kansas insurance commission _ has 
agreed generally to the terms for the 
new life insurance code to be submitted 
to the next legislature. The commis- 
sion was created and funds appropriated 
with directions to codify and re-write 
all the Kansas insurance laws. The 
life insurance section has been agreed 
upon but without any radical changes 
being suggested from the present laws. 

It may be regarded as practically cer- 
tain that the commission will not make 
any recommendation that the superin- 
tendent of insurance in this state should 
be appointive instead of elective, as at 
present. The commission has canvassed 
this question to some extent and while 
no conclusion has been reached the 
members of the commission do not feel 
that Kansas people are ready to accept 
this proposed change. 

On the life insurance code members 
of the commission are agreed upon 
practically every section that will be 
submitted. A large part of the laws 
will remain as they are at present. The 
Kansas non-forfeiture law will remain 
in the new code exactly as it is written 
now and the commission will not offer 
any suggestion that it be changed. The 
life company representatives urged the 
abrogation of the present forfeiture law. 


Pleased With Spirit 


In the working out of the proposed 
code the commission was greatly grati- 
fied that the life companies did not 
make a single suggestion which would 
in the least tend to lessen protection to 
the policyholders. Everything offered, 
except the abandonment of the for- 
feiture section, was to the actual benefit 
of the policyholders, in the belief of 
the commission members. The com- 
mission itself has not written the new 
code but after the terms of each section 
had been agreed upon by the commis- 
sion a committee was named to draft 
the tentative code. William R. Baker, 
superintendent of insurance; Charles 
Hobbs, actuary for the department, and 
John Hamilton, attorney for the com- 
mission, were named to draft the code. 
They were directed to present the ten- 
tative draft before the November meet- 
ing and at that time the code will be 
completed and copies of the full code 
will be sent to the life insurance com- 
panies and their representatives. A 
later hearing will be held for objections 
or suggestions from the Association of 
Life Insurance Presidents and _ the 
American Life Convention. 


Adopt Standard Provisions 


_ The commission accepted the sugges- 
tion of the insurance companies that the 
Standard provisions for all life insur- 
ance policies should be made a part of 
the law. The commission has not been 
able to agree upon the insertion of an 
anti-rebate clause in the law. Some of 
the members want an anti-rebate sec- 
tion, while others insist that the rebate 
is entirely between the agent and the 
insured and not between the company 
and the insured and therefore that it is 
none of the state’s affair if agent wants 
to give all or part of his commission 
away. It has been decided to prohibit 
Promotion expenses of life companies 
of more than 10 percent of the capital. 

€ present laws limit the promotion 
expense to 20 percent and one company 


found it had paid 26 percent for pro- 
motion, 


Adequate Basis Adopted 


The assessment life associations made 
only one suggestion to the commission. 
his was that assessment policies be 
Valued on the American experience 
table with 4 percent interest accumula- 





tion. This would put all the assessment 
life companies on what is known as an 
adequate basis for their reserves and the 
commission adopted it. 

Other sections of the laws relating to 
life insurance in Kansas will remain 
practically the same as now written. 
There may be some changes in wording 
to clarify some sections but in general 
the changes listed above will be the 
only ones which the commission will 
offer. 


SEE GOOD IN LABOR ACTION 





Life Insurance Executives Think Effect 
of Formation of New Company 
Will Be Favorable 





BALTIMORE, MD., Nov. 5.—The 
general opinion among the larger insur- 
ance companies of this city concerning 
the granting of a license to the Union 
Labor Life is that it will in all proba- 
bility boost the other companies eventu- 
ally. Insurance heads seem to think that 
the working public needs to be educated 
in insurance and thinks the Federation 
of Labor will serve as teacher, resulting 
in better business for the older com- 
panies. 

The outcome of the venture depends 
almost entirely on the executive ability 
of the men chosen to fill the controlling 
offices. There are some very good men 
available for these position and so far it 
looks as though it will succeed. 

Quoting the head of one of the larg- 
est companies here, it is said that the 
new company will in all probability re- 
act on the other companies much as the 
government insurance sold below cost 
during the war- did. When this insur- 
ance first came out the companies were 
thrown into a panic, because it took 
in nearly all the insurable young men of 
the country at that time. But as soon 
as the war was over these same young 
men came flocking to buy policies from 
the regular companies. They had been 
educated in insurance and bought on the 
belief that if the government had sold 
insurance below cost it was a good thing 
to have. The companies feel that the 
new labor company will react in a simi- 
lar way and are therefore rather opti- 
mistic on the subject. 


Results of Provident Campaign 


First definite returns received by the 
Provident Mutual Life on the fall drive 
for new business show that the first 
twelve districts ‘in point of production 
during the campaign were Philadelphia, 
$744,650; New Jersey, $641,000; New 
York, $572,813; Eastern Pennsylvania, 
$519,500; Cleveland, $238,850; San Fran- 
cisco, $227,863; Pittsburgh, $225,948; 
Knoxville, Tenn., $168,000; Los Angeles, 
$168,000; Boston, $163,500; Baltimore, 
$159,960; Chicago, $133,000. 

The Provident Mutual’s percentage of 
total paid-for production on the lives of 
old policyholders averaged 47 percent 
in June, July, August and September as 
compared with 44 percent last year. In 
the first eight months of this year the 
percentage was 46, as compared with 44 
percent for the corresponding period 
last year. 


Coupon Plan for Loan Payments 


The Ohio State Life has devised an 
easy payment plan for life insurance 
loans. Coupon books for $10 monthly 
payments have been prepared, each 
coupon showing the date on which it is 
due and making proper interest allow- 
ances, so the borrower may remit the 
exact net amount due. As a test of the 
plan, coupon books are being sent only 
to those borrowers whose loans can be 
repaid within a year or practically so, at 
$10 a month. It is pointed out by the 
Ohio State Life that a loan charged 
against a policy is often the first step 
toward the cancellation of the policy, 
and the loan payment plan is devised 
to offset such a contingency. The plan, 
it is declared, will mean more money 
for the agent, and at the same time 
benefit the policyholder and the com- 
pany. 

















It Is Worthy of all 
Acceptation that 


The RAILROADS 


threading like a shuttle this country east and west, 
north and south, binding it in indissoluble bonds; 


The HOTELS and APARTMENTS 


housing and entertaining a great multitude made up 
of a score or more nationalities; 


The HOMES, CHURCHES, and COLLEGES 


teeming with the young life of the nation in prepara- 
tion for the citizenship of tomorrow; 


The INDUSTRIAL and UTILITY CORPORATIONS 


providing the labor and the wage for the great com- 
mon people, of whom Abe Lincoln said, “The Lord loved 
them because He made so many of them,” 


Have largely been made possible by 
LIFE INSURANCE MONEY 


The 


Inter-Southern Life 


Insurance Company 
LOUISVILLE, KENTUCKY 


HAS HAD A PART IN THIS GREAT ACHIEVE- 
MENT FOR ALMOST A SCORE OF YEARS AND 
THE INVESTMENTS IN THESE VARIOUS 
LINES OF ENDEAVOR ENABLE US TO 


—protect the beneficiaries 
—perpetuate the income 
—educate the children 
—conserve the business 
—pension the retired 


POLICY HOLDERS OF THE COMPANY 
in the degree and manner provided in the contract. ‘ 


GROUPS and EMPLOYEES’ CLUBS 


are also provided for and the provision becomes a 
boon of satisfaction to 


EMPLOYEE AND EMPLOYER 


THE 
INTER-SOUTHERN LIFE 
INSURANCE COMPANY 
LOUISVILLE, KENTUCKY 
IS A GOOD COMPANY 


Good Agents Can Get Good Contracts 
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General Agencies 


W JE have general agency open- 
ings in the following states: 


Illinots Oklahoma 
Towa Nebraska 
Indiana Wyoming 
Ohio South Dakota 
Minnesota Montana 
Missouri Colorado 
Kansas California 


Any good, live producer of Life 
or Accident and Health insurance, 
who is not at present under contract 
with any other company, will be 
taking a step in the right direction 
by getting in touch with us. 


He will tell us about himself and 
we will tell him of our thorough co- 
operation with our field force, in- 
cluding direct mail and newspaper 
advertising assistance. 


Address H. G. Royer, President 
Great Northern Life 


Insurance Company 
110 South Dearborn Street, Chicago 


TESTIFIES ON TAXES 


GOOD WORD FOR INSURANCE 





Witness Before House Ways and 
Means Committee Tells of Pro- 
vision for Estate Protection 





Prof. Edwin R. A. Seligman of Co- 
lumbia University last week urged upon 
the House ways and means committee 
the retention of the federal estate tax 
with greatly reduced rates and possibly 
lower exemptions, and urged that de- 
ductions be permitted for amounts ex- 
pended in the payment of life insurance 
premiums in lieu of increased exemp- 
tions to taxpayers, the deductions to be 
limited so as not to permit utilization of 
this means to escape the higher rates. 

Professor Seligman said that a proper 
estate tax is not a levy on capital inas- 
much as it can be paid out of the in- 
come of the estate. He pointed out that 
five years are allowed in which to pay 
and said that statistics show that the 
tax on all the estates in the country is 
a very small part of the income from 
them. He said that it is a tax according 
to capital and not paid out of the capi- 
tal, except in a few cases where the tax 
is large and the trustees find it neces- 
sary to sell at a sacrifice. He pointed 
out that situations such as the latter are 
avoided by men of large means who 
carry life insurance to meet the tax re- 
quirements. 


Sounds a Warning 


He claims. that estate taxes are one 
of the modern democratic movements 
throughout the world. In speaking of 
large exemptions for the wealthy and 
the constantly increasing holdings of 
tax exempt securities, the witness 
warned that in this country is develop- 
ing a situation similar to that which 
brought France to her ruin in the revo- 
lution when there was too great tax 
exemption for the classes and too much 
burden on the masses. He predicted 
that unless tax exemption is limited a 
social catastrophe will fall upon the 
nation. 


JUNIOR ASSOCIATION MEETS 





Presidents and Vice-Presidents of Life 
Companies Attend Conference 
in Philadelphia 





PHILADELPHIA, PA., Nov. 4.— 
Presidents and vice-presidents of a num- 
ber of leading life companies met in a 
business and social conference at the 
Penn Mutual home office here last week 
at the Junior Presidents Association’s 
annual session. 

Problems relating to executive man- 
agement of insurance companies were 
threshed out. Service to policyholders 
was also discussed. 

Among those present were Morgan B. 
Brainard, Frank Bushnell, president and 
vice-president respectively of the Aetna 
Life; R. W. Huntington and George E. 
Bulkley, president and vice-president of 
the Connecticut General; James Lee 
Loomis, Henry I. B. Rice, vice-presi- 
dent and associate actuary of the Con- 
necticut Mutual Life; Walton L. Crocker 
and Elbert H. Brock, president and vice- 
president of the John Hancock; William 
H. Sargeant and Alexander T. MacLean, 
vice-president and associate actuary of 
the Massachusetts Mutual; John R. 
Hardin and Edward E. Rhodes, presi- 
dent and vice-president of the Mutual 
Benefit; Fred A. Howland and Harry 
M. Cutler, president and vice-president 
and chairman finance committee, Na- 
tional Life of Vermont; Archibald A. 
Welch, Arthur M. Collins and Winslow 
Russell, president and vice-presidents of 
the Phoenix Mutual; B. H. Wright, 
president State Mutual Life, and Asa S. 
Wing, M. Albert Linton, John Way and 
Andrew J. Davis, president and vice- 





presidents of the Provident Mutual Life. 


PROTECTION FOR HOME 


————_ 


DR. S. S. HUEBNER’S ADDRESs 





Says Family Should Be Established o 
a Budget Basis—How Life 
Insurance Can Help 





NEW YORK, Nov. 5.—Dr. §. § 
Huebner, professor of insurance and 
commerce, Wharton School of Finance, 
University of Pennsylvania, spoke to 
the department of the American home 
of the New York City Federation of 
Women’s Clubs last week on “Insur- 
ance as Protection to the Home.” He 
said in substance: 

From an economic standpoint, the 
home should be organized and operated 
in accordance with business principles, 
Just like any other business enterprise, 
it should be safeguarded against finan- 
cial impairment or bankruptcy through 
the loss of the source of the current 
earning capacity. From an economic 
standpoint, the family is a_ business 
partnership, and the principles now so 
generally applied to the organization of 
business‘ enterprises are equally appli- 
cable to the family relationship. 


Need Life Insurance Protection 


To permit the starting of the family 
partnership, the cornerstone of society, 
when the only contributed capital is the 
personal ability, good will and current 
earning capacity of the bread winner, 
is little short of a crime unless adequate 
provision has been made for a guaran- 
teed potential estate through the me- 
dium of life insurance. Moreover, 
when the family voyage is under way, 
it needs to be protected against the 
shortcomings of its pilot, whose efforts 
at accumulation through saving are 
usually little more than_ resolutions 
easily defeated by the temptations to 
live well in the present and to forget 
the financial responsibilities of the 
future. When starting the family busi- 
ness, the potential estate is the vital 
thing and adequate life insurance must 
come in for first consideration, before 
savings are placed in any of the other 
customary channels of investments. 


Family Needs to Be Budgeted 


Every family needs to be budgeted 
just like any other business enterprise. 
An examination of numerous family 
budgets shows that insurance and sav- 
ings are almost invariably set under 
separate items. For the overwhelming 
mass of families these two items ought 
to be combined under the one heading 
of life insurance, since it represents @ 
judicious combination of protection 
with saving and investment. For the 
great majority of families—the 98 per- 
cent—life insurance should be the only 
method of saving and investment dur- 
ing the formative years of pecuniary de- 
velopment. It enables the family head 
to avoid the dangers that are so apt to 
defeat his resolution to save on the one 
hand, and his efforts to keep safely in- 
vested that which he may have suc- 
ceeded in saving. 


Should Use Sinking Fund Method 


A well ordered family budget should 
recognize the use of the sinking fun 
method with respect to future financial 
obligations which depend upon the con- 
tinued life of the family head. Many of 
the most important family obligations 
relate to the future and the present 
should be utilized by accumulating sys- 
tematically out of current income, just 
as is done in business enterprises, the 
fund necessary to meet the particular 
future obligation at its due date. 


Features Are Mentioned 


With respect to such obligations, 
mention should be made especially © 
the adequate education of the children, 
the creation of an emergency fun 
against the contingency of unemploy- 
ment or serious illness of the family 


head during the working period of life, 
(CONTINUED ON NEXT PAGE) 
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WEATHER HAD EFFECT 


—— 


SLUMP IN RURAL DISTRICTS 





Life Companies Say Agents Had Diffi- 
culty in Getting to the Farmers 
Last Month 





Companies doing a country business 
had considerable of a slump during Oc- 
tober owing to the continuous rains. 
October was a wet month all through 
the central west and part of the south. 
The roads in many cases became almost 
impossible to negotiate. Agents found 
it exceedingly difficult to get to see 
farmers. In the winter wheat sections 
farmers were very much discouraged be- 
cause they could not get on their fields. 
Owing to the incessant rain the farmers 
had to lay off and there was a feeling 
of depression abroad. The freakish win- 
ter snap came on, bringing the ther- 
mometer down at 15 degrees or more 
below. This was a sudden turn and 
many truck gardeners were caught with 
crops still in the field. This situation 
during October was reflected in less re- 
turns on life insurance. 


Newman Leads in Special Drive 


Robert C. Newman of St. Louis 
proved the Missouri State Life’s leading 
producer during the Policyholders Op- 
portunity campaign by writing a total of 
$92,000 on policyholders eligible to take 
advantage of the opportunity to purchase 
additional insurance without a new 
medical examination. He wrote that 
amount of insurance on policyholders 
he had insured from September, 1922, 
to September, 1925. It does not include 
new production nor additional insurance 
A policyholders prior to September, 

9 

George H. Holley of Memphis, Tenn., 
led in total number of applications with 
21. The St. Louis branch office led 
all branch offices in production volume 
with a total of $808,500 while the Marion 
Rich general agency, Columbia, S. C., 
proved the leading general agency with 
$360,500. 


Will Review the Case 


The United States Supreme Court 
announces that it will review the suit of 
the New York Life against William H. 
Edwards, internal revenue collector, to 
test the authority of the federal govern- 
ment, under the revenue laws in opera- 
tion from 1913 to 1918 inclusive, to col- 
lect income tax from insurance compa- 
mies on deferred dividends to policy- 
holders. 

The case involves millions of dollars 
and is of importance to many other life 
companies. The lower federal courts 
held against the New York Life and an 
appeal was made to the Supreme Court 
for review. 


Fine Line of Producers 


The Reliance Life of Pittsburgh has 
been casting up its accounts and finds 
that in the record for the 42nd week of 
the year, it had 127 producers between 
$100,000 and $200,000; 36 between $200,- 
000 and $300,000; three between $300,000 
and $400,000; one for over $500,000, one 
for over $600,000; one for over $800,000 
and one for $2,000,000. This makes a 
total of 170 agents who have produced 
over $100,000 paid for business each 
over the 42 weeks period. 








PROTECTION FOR THE HOME 
(CONT'D FROM PRECEDING PAGE) 


and accumulation of an adequate fund 
for old age support. Insurance against 
the hazard of permature death only is 
Not sufficient. Protection against old 
age dependency is also essential. High 
Premium life insurance, with its accu- 
mulating sinking fund extending over 
the entire working period of life, is the 
surest and most business like method 
or amortizing the natural depreciation 








“What Can I Tell Him?” 


AVE you ever developed a sale to the point where your prospect is “on 
the fence’—where you say to yourself “What can I tell him. There’s 
one spot where I could reach him. If I only knew he would be a pro- 
tected man in two minutes?” 


Every man has such a spot. It lies close to his greatest insurance 
need. The agent working under the American Central plan knows that spot. 
It is indicated on his Surveyed Prospect Card. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are profession- 
alizing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions will 
enter additional states. Details of the American Central Plan and our methods 
of operation will be given gladly to any one interested in considering a connec- 


CENTRAL 
LIFE 


Perhaps the most comprehensive field 

development program in existence today. INSURANCE co. 
One phase is described in this advertise- 

ment. INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 











NUMBER FIVE IN A SERIES OF INFORMATION ADVERTISEMENTS 




















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Addrese 
ERNEST C. MILAIR, Vice-President and Secretary 























THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WANTS: A FIELD ORGANIZER 
CONTRACT—SALARY AND EXPENSES 
WANTS: GENERAL AGENTS AND MANAGERS 


CONTRACT COMMISSIONS OR COMMISSIONS 
AND EXPENSE ALLOWANCE 


Only Men of Experience Whose Records Will Bear the Closest Inspection Will Be Employed 
Address S. W. GOSS, Vice-President, The Rookery, Chicago, Ill. 








of the human life value. 
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Admitted Assets.. $10,649,568.00 


Paid for Insurance 
in Force....... 


77,058,168.00 


Total Paid Policy- 


holders........ 


6,987,243.00 


West Coast Lire 


INSURANCE COMPANY 
HOME OFFICE ~SAN FRANCISCO 


The only company on the Coast carrying Group Insurance 
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Satisfaction 


There is a sense of satisfaction in represent- 
ing a Company which has long been known as the 
“Policyholders’ Company” because of satisfactory 
service to its members for a period of eighty years. 





The 


Mutual Benefit Life Insurance Co. 


Organized 1845 
Newark, N. J. ~ 
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AMERICAN NATIONAL 
INSURANCE COMPANY _ 


Galveston, Texas } 


Shearn Moody W. J. Shaw 


W. L. Meody, Jr. 
Vice-President Secretary 


President 





Substantial increases every year 


Ordinary and Industrial 
Life Insurance In Force 


June 30th, 1925 
$269,479,554.00 : 


ASSETS 
$21,606 ,568.43 





Good Territory in Twenty-Three States, 
the Republic of Cuba and Hawaii 

















MORTALITY RATE GOOD 


POINTS OUT AGENTS’ DUTY 





Vice-President Loomis of the Connec- 
ticut Mutual Cites Profits That 
Have Been Earned 





Vice-President Loomis of the Connec- 
ticut Mutual in commenting on the 
earning power of the company, and 
particularly on the favorable mortality 
experience of recent years, said that 
in each year the death rate has been 
less than 60 percent and the average 
has been about 50 percent. For the 
first part of this year the mortality ratio 
was 44.5 percent. In the meantime he 
said the company has steadily liberal- 
ized its underwriting. For the last few 
years the experience of the company on 
large claims has been favorable. He 
emphasized the importance of _ the 
necessity of agents in selecting the busi- 
ness at the source. Men that are better 
educated in insurance salesmanship are 
better qualified to render professional 
service. In 1918 the company entered 
the sub-standard field, the ratio of 
declinations was 9.1 percent, last year 
it was 6 percent and thus far this year 
it is 4.3 percent. 





CANVASSING APPROACH POINT 





Peter I. Huesman, Agent of the John 
Hancock Mutual Life at Balti- 
more, Gives Suggestion 





Peter I. Huesman, an agent of the 
John Hancock Mutual Life at Balti- 
more, gives some suggestions on the 
canvassing approach. He says: 

The builder prepares a firm foundation 
for the structure he erects. The farmer 
cultivates the soil and sows seed for a 
bountiful harvest. The lawyer studies, 
schemes and plans for the successful 
pleading of his case. The artist dreams 
and attempts to visualize his hoped for 
masterpiece—so must the agent, to sell 
life insurance, prepare for success by 
adopting a definite system of approach. 

Some of the essentials of a good can- 
vassing approach are— 

1. Select the proper time and place to 
interview your prospect. 

2. Meet him with a smile and a glad 
hand. 

3. Sell yourself—that you may sell 
him. 

4. Make your conversation pleasant. 
Do not criticize. 

5. Study him— his 
habits and environments. 

6. Suggest rather than dictate the 
many advantages a life insurance policy 
has to suit his particular condition and 
station in life. 

My contact with the prospect is first 
created through the sending of an ad- 
vanced notice telling the prospect of my 
intended visit, so that when I call on 
the prospect he knows I am an official 
representative of our company. 

Preparation beforehand gives me the 
knowledge of his age, occupation, etc., 
and opening my rate book I proceed to 
place before him the policy contract best 
suited to his needs, making the neces- 
sary explanations as he interrupts. I 
have found that most everyone has some 
hobby or pet scheme which if listened 
to with attention and sympathy always 
wins him over. 

Just recently I interviewed two young 
brothers whose mother was greatly de- 
pendent upon them for support. Both 
had planned to save something out of 
their weekly wage for deposit in a sav- 
ings bank, but without success. I sug- 
gested a better incentive to save by as- 
suming the fixed responsibility of 
periodic payments on a long term endow- 
ment policy, to protect their mother from 
loss of their wages in the event of their 
death, and in addition, that in case they 
lived to the maturity of their policies, 
the face values would be paid to them, 
and on my final statement that “dead 
men receive no pay envelopes,” they both 
signed on the dotted line. 


responsibilities, 





Since September of last year when the 
Penn Mutual appointed J, Elliott Hall to 
succeed Hall & McNamara as general 
agents in New York, that agency has 
done a business of twenty million. 





BOOST INSURANCE WAY 


—_———— 


FINANCING PLAN CONSIDERED 





Wichita May Adopt Ingenious Method 
to Raise Funds for Erection of 
Municipal Stadium 





WICHITA, KANS., Nov. 4.—The 
erection of a stadium by this city for 
athletic events may be financed through 
a life insurance scheme instead of the 
city voting bonds or levying special 
taxes to pay the bill. Frank Isbell, for- 
merly of the Chicago White Sox and 
president of the Wichita baseball club 
in the Western League, has submitted 
the offer to the city to raise the money 
for financing the stadium under the life 
insurance plan worked out by Ransom 
Stephens of the Farmers & Bankers 
Life of Wichita. The first time the plan 
was used was in the financing of the 
York Rite Masonic Temple in Wichita 
when 2,200 Knights Templars took out 
nearly $2,000,000 of life insurance to 
— the money for the $1,000,000 tem- 
ple. 

The plan proposed for the new sta- 
dium is to raise $500,000 and sell $1,- 
000,000 worth of life insurance. The 
policy would be a single group policy on 
a 35-year endowment basis. Each sub- 
scriber would contribute in units of 
250 and for each full unit he would be 
given a life insurance certificate under 
the master policy for $500. The contri- 
bution would be made in a period of 
five years. 


Family Is Protected 


The baseball club would take a lease 
‘on the stadium for a period of years for 
the summer months only at a rental 
sufficient to pay the annual premiums 
upon the group insurance and an addi- 
tional sum sufficient for the maintenance 
of the park. The city would have such 
other revenues from the stadium as the 
football games and other athletic events 
to help pay the repairs and other main- 
tenance costs. 

Under the plan developed the sub- 
scribers really contribute the money to 
the city. If they should make one pay- 
ment upon the subscription and then 
death take them, the life insurance com- 
pany would pay the balance to the city 
due on the subscription and an amount 
equal to the total subscription to the 
contributor’s estate. 


In New Building on 50th Birthday 

The Bankers Life of Des Moines ex- 
pects to celebrate its 50th anniversary 
July 1, 1929, by moving into its new 
home on the property at Thirty-first 
street and Grand avenue in that city. It 
was so announced following approval by 
the executive council of the company’s 
application for permission to purchase 
the real estate for home office purposes, 
accorded by unanimous vote of the 
council. The council approved purchase 
of the land, in three tracts, at not to 
exceed $99,966, the fair market value of 
the land given in the company’s appli- 
cation. 


Big Jump in Stocks 

_ Stock of the Travelers last week 
jumped 110 points, one of the biggest 
advances seen in Hartford stocks tor 
some time. It was quoted Friday at 
1385-1400, a jump of 20 points in one 
day. Stock of the Aetna Life Friday 
was 60 points higher than a week ago, 
though it had remained at 1330 since the 
day before. 


Federal Enters New States 


The Federal Life recently entered the 
state of Washington. Fred J. Dibble of 
Seattle, Wash., formerly associated with 
the Washington insurance department 
as license clerk, has been appointed di- 
vision manager for both the life and 
accident ‘and health departments for 
western Washington. - 

The Federal has also entered North 
Dakota and Arizona and expects to de- 
velop these states very rapidly. 
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ASSETS ARE ANALYZED 


— 


CONNECTICUT MUTUAL LIST 
Vice-President Loomis Points Out 
Some Interesting Features in the 
Company’s Holdings 





Vice-President Loomis of the Connec- 
ticut Mutual Life in analyzing the com- 
pany’s assets said that 31 percent is in 
farm mortgages. The next largest 
group is represented by railroad bonds, 
which is 18 percent. Next comes util- 
ity bonds amounting to $18,897,000. 
Mr. Loomis said that the Connecticut 
Mutual was one of the early companies 
to investigate -this field and to act in a 
substantial manner. The government 
bonds represent 10.6 percent of the 
total assets. The state, county and mu- 
nicipal bonds represent $2,738,000. Pol- 
icy loans amount to 13.4 percent. Mr. 


‘Loomis said that in 1913 the company 


changed its policy loan provision by 
making the rate of interest 6 percent, 


at the end of the year rather than 5 


percent in advance. This he said has 
had a material effect on the earnings of 
this block of assets. It has induced 
some policyholders to borrow at the 
bank at more favorable rates. 

In 1920, Mr. Loomis said, the Con- 
necticut Mutual started to invest a small 
portion of the funds in stocks of the 
best managed banks of New York, 
Hartford and Boston. This amounts to 
$4,406,878 book cost, the market value 
being $7,051,670. 


EXPAND FARMERS UNION LIFE 
Present Iowa Company to Be Made 
National in Scope—Now Organ- 
izing Arkansas 





LITTLE ROCK, ARK., Nov. 5.— 
Organization of Arkansas for the Farm- 
ers Union Life is being undertaken. 
Charles S. Barrett of Union City, Ga., 
national president of the Farmers Union; 
Milo Reno of Des Moines, Ia., president 
of the insurance company, and A ‘ 
Kisey of Des Moines, assistant superin- 
tendent of agents, have been here in 
connection with the organization. At the 
convention of the Farmers Union in 
Oklahoma City last November it was 
voted unanimously to nationalize the 
life company, which originally was an 
Iowa corporation. 

The company is a level premium, legal 
reserve, mutual, participating concern 
incorporated in Iowa, Sept. 25, 1922, and 
licensed in that state Oct. 17, 1922. The 
office of the Arkansas department and 
revenues last week issued the firm a 
license to operate in this state. In the 
report approved by the Iowa commis- 
sioner Sept. 30, it is shown that the 
company has 2,878 active policyholders 
and insurance in force of $4,755,750, re- 
garded as a remarkable growth in three 
years of business. Its total assets are 
$168,043 and the total liabilities includ- 
ing reserves of $124,030, are $130,870. 


Bank Plan Adopted 


The Commerce Trust Company at 
Baltimore has adopted an “insured sav- 
ings plan” under which a monthly de- 
Posit, ranging upward from .$8 at age 
15, is made for 120 months. At the end 
of the period the depositor draws $1,000 
cash, A life insurance policy in that 
amount is also issued so if the depositor 
dies before the deposits are completed 
the beneficiary will receive $1,000 in ad- 
dition to all deposits and interest. 





Insures Staff Members 


In light of the fact that the death of 
any of his associate staff members would 
mean considerable loss to Lloyd B. Van 

a Linda, head of the New England 
- roy general agency at St. Louis, 
lasured Sco ning es have been 

r ; each i 
an Da Linde in favor of Mr. 





PLAN DOESN’T APPEAL 


NOT SOLD ON NON-MEDICAL 


United Life & Accident Does Not Be- 
lieve Project Is Practical—Tells 
of Disadvantages 





NEW YORK, Nov. 5.—While those 
companies now dispensing with physical 
examination on life insurance applica- 
tions within certain limits are not nec- 
essarily singing the praises of the non- 
medical plan, nevertheless they are, in 
the majority of cases, sold on the idea 
os the plan is both feasible and profit- 
able. 

It is interesting in this connection to 
get the viewpoint of a company not now 
writing non-medical. This is the stand 
taken by the United Life & Accident 
of Concord: 

“We have not entered the non-medi- 
cal field because we have not yet been 
convinced that it is either desirable or 
proper. We feel that the development 
of the life insurance business on the 
basis of medical selection which is be- 
coming more and more exact is an es- 
sential of the business which ought not 
to be sacrificed. We believe that non- 
medical insurance has its conception not 
in a purpose to serve but for competi- 
tive reasons only. 

Places Premium on Fraud 


“We feel that it imposes a responsi- 
bility on agents which they ought not 
to be obliged to meet and which they 
will not accept. We believe it puts a 
premium on fraud; that it removes a 
very cogent appeal in solicitation; that 
it ignores the importance of the medi- 
cal examiner as a factor in the growth 
and development of the business and 
presents very many other practical dis- 
advantages. However, our main objec- 
tion is fundamental and we have yet to 
be shown that the plan is proper. We 
may be forced into it, but we shall keep 
out of it as long as we can.” 





Life of Virginia Promotions 

Three new vice-presidents were added 
to the official staff of the Life Insurance 
Company of Virginia by action of the 
board of directors this week. Those 
elevated to this position are: John Sid- 
ney Davenport, Jr., actuary; A. Carlton 
McKenney, secretary, and J. T. Law- 
rence, manager Mortgage Loan Depart- 
ment. P. St. George Cooke, assistant 
secretary, was made secretary. He was 
for many years auditor of the company. 
I. T. Townsend was appointed assistant 
maneger of the mortgage loan depart- 
ment. All appointments are effective 
Dec. 1. 

At the same meeting Dr. Charles L. 
Rudasill was appointed medical director 
to fill the vacancy caused by the recent 
sudden death of Dr. George C. Hall. Dr. 
Rudasill was previously assistant medi- 
cal director. 


Sound Alarm by Radio 


The new device with which Station 
WHO, operated by the Bankers Life of 
Des Moines, can sound an alarm in the 
office of every sheriff in Iowa, was given 
its initial tryout last week with highly 
satisfactory results. A gong sounded in 
the studio of the radiocasting station 
was heard from Sioux Falls, S. D., to 
Moline, Ill, and 31 telegrams were re- 
ceived within 15 minutes stating that 
the gong “came in” loud and strong. 

The device will be used under an ar- 
rangement between President Kuhns of 
the Bankers Life and the Iowa Bankers 
Association, to arouse peace officers in 
every corner of the state when a bank 
robbery or holdup has been committed. 
The gong will ring loud enough to 
awaken a sleeping officer in the dead 
of the night. 





Lamar Life 
The Lamar Life announces that it will 
not issue double indemnity benefits in 
connection with a joint life policy. 
Neither will the company give this 
benefit on one of the lives only insured 
under such policy. 


























F you are an insurance man 

between the ages of 30 and 45, 
of managerial experience, un- 
questioned integrity, good health Sente 
and possessing a determination and 
to carry on in a big way you 
may be the very man we are 
Write us today 


looking for. 


and see. 


PROVIDENT'S OWN BUILDING 


Supervisor Wanted for Tennessee 





OPEN IN 
Nashville: 


Johnson City: 


East Tennessee. 





GENERAL AGENCIES 


pital, manufacturing 


ca 
educational center. 


Fast growing industrial city of 








Agency Manager, Life Department 


The Provident Life and Accident Insurance Co. 


of Chattanooga, Tennessee 
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SY oP PORTUNITYE 








We Are Now Opening 


~ Up New Territory 


and have several opportuni- 
ties for high grade men who 
can show a record of satis- 
factory results. 


Northwestern National Life 
is a strong legal reserve mu- 
tual company with an envi- 
able record of continuous 
growth. Its policies now 
cover practically every need 
dependent upon the continu- 
ance of human life. 


Attractive direct agency 
contracts are available in 
Southern Indiana, Southern 
Illinois, Central Missouri, 
Kansas, Arkansas, Utah, 
Pennsylvania, Eastern Ten- 
nessee, Louisiana and Vir- 
ginia for high grade pro- 
ducers, 
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NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


MINNEAPOLIS, MINN. 
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What Price Income! 


“How Much Should I LAY ASIDE for 
Life Insurance?” 







HIS is a question more frequently asked the life under- 

writers than any other. What proportion of his income 

can a young man put into life insurance premiums, espe- 
cially if he is married? 

Concrete facts speak louder than words. Here is the actual 
program of a young man, 28, married, with two children. 

His income is $5,000 a year. What would you consider 
a fair proportion of this income to spend for life insurance? 
Ten percent? 

Actually in this case the annual premiums amount to 
about $600, leaving a balance of $4,400 of the income for the 
support of the family, an easy proposition for ambitious young 
parents looking to the future. 

What do they get for their $600? 

Total life insurance of $30,000—$5,000 to be paid in cash 
in case of the husband’s death, the rest so arranged in a 
trust settlement as to produce $100 a month income for the 
wife during her lifetime. 

Do you not think this young man has done well for him- 
self and his family? 

Surely he has laid out his life very successfully with a 
fair income for present living expenses and an estate of $30,000 
to leave for his family. 

He might struggle for years to obtain such a result in 
other ways, and then fail of his goal, in the meantime missing 
the best there is in life, including the contented enjoyment ot 
his income and his family. 
























A Strong Company Over 
Sixty Years in Business. 
Liberal as to Contract, 
Safe and Secure in Every 
Way. Policies in Force 
Over $2,200,000,000 insur- 
ing 3,500,000 Families. 
















































Big Enough for This? 





One of the most progressive of the “old- 
line’ Eastern Mutual Life Insurance 
Companies has available at the present 
time territory in Central Illinois for 
that man who can show them he is 
qualified to act as their General Agent 
or Agency Manager in that territory. 


Liberal remuneration and unusual co- 
operation. make this franchise most de- 
sirable. 


For a personal interview write P-81, 
care of this paper. In your letter out- 
line previous business history and quali- 
fications—in confidence, of course. 


































SOME OF THE INTERESTING POINTS 


IN THE HARTFORD LIFE COMPANIES 





company, the’ Connecticut Mutual, 

was an offshoot of the Mutual Bene- 
fit, as James L. Howard, the chief or- 
ganizer of the Connecticut Mutual, was 
the Hartford agent of the Mutual Bene- 
fit when the Hartford insurance fra- 
ternity, composed principally of fire men 
awoke to the fact that the city was 
missing a good thing in not being in 
the life as well as in the fire business. 


New Agent Started 
With a Real Boom . 


This was in 1846. Mr. Howard in 
that year took out policy No. 1079 in 
the Mutual Benefit, and becoming in- 
terested also took the agency. He 
started off with a boom and wrote 30 
policies in two months. He wrote some 
of the leading people of Hartford and 
all at once the life insurance novelty 
became the talk of the town, Mr. How- 
ard making public addresses on the 
subject. P. H. Woodward, in his “In- 
surance in Connecticut,” published in 
1897, says that “very quickly the familiar 
arguments in favor of life insurance 
penetrated the community. It was like 
the fall of a stream of sparks on tinder.” 
Within a few months the Connecticut 
Mutual was organized and Eliphalet A. 
Bulkeley, afterwards the founder of the 
Aetna Life was made president. 


Goodwin Became the 

Leading Personality 

On Jan. 6, 1848, Mayor James Good- 
win was made president and he re- 
mained at the head until 1878. Mayor 
Goodwin became the leading insurance 
personality in Hartford and one of the 
largest, if not the largest, holder of 
Hartford insurance company stocks. A 
contest for the control of the Connecti- 
cut Mutual between him and Mr. Bul- 
keley resulted in his victory and the 
subsequent organization of the Aetna 
Life by Mr. Bulkeley, father of the late 
Senator Morgan G. Bulkeley. For many 
years the strife was bitter between them. 


Sons of Founders Were 
Prominent in Insurance 


[’*: a way, the first Connecticut life 


A Hartford company official who 
knew them both says they were too 
strong and self-determined men to re- 
main long together in the same com- 
pany. Their sons were likewise im- 
portant factors in Hartford insurance 
affairs in the next generation, represent- 
ing different. parties or elements, but 
towards the end of their lives the old 
differences were healed. The result, 
as so often happens, of these early dif- 
ferences was the establishment of two 
or more great institutions for Hartford, 
instead of a single one. 

Few insurance men of the present day 
know that the Aetna Life was for a 
short time before its independent incor- 
poration a branch of the Aetna Fire 
Insurance Company known as _ the 
“Aetna Insurance Company Annuity 
Fund.” 


Phoenix Mutual Started 
as Temperance Company 


The Phoenix Mutual was started in 
1851 as a temperance company under 
the name of the American Temperance 
Life. Its incorporators included a prom- 
inent leader in crusade against alcohol, 
the editor of a temperance journal, a 
philanthropist and a noted abolitionist. 
It was organized in the office of the 
“Fountain,” the temperance sheet re- 
ferred to, as a stock company with 
$100,000 capital, but afterwards mu- 
tualized. As business did not come in 
very fast the temperance scheme was 
abandoned and the name changed to 
the Phoenix Mutual. 


Holcombe Always a 
Wholesome Influence 


James H. Holcombe became secretary 








the year after the company was organ- 


ized, but resigned a few months later. 
During the troubles of the company 
in 1875, John M. Holcombe, until a few 
years ago its president, was made sec- 
retary. Mr. Holcombe was always one 
of the influences for good in the com- 
pany and with the coming in of the 
administration of which he was a part 
the company soon achieved a sound and 
safe position. In 1889 the president, 
A. C. Goodman, who owned a majority 
of the stock, being in ill health, desired 
to sell and William Barnes, ex-insurance 
superintendent of New York, intro- 
duced to him one John’ J. McFarlane 
of Philadelphia who offered him a price 
of $500 a share. 


Hartford Was Opposed to 
Proposed Purchaser 


Quoting P. H. Woodward, “Inquiries 
on the part of persons interested in the 
company and in the city satisfied them 
that the proposed purchaser was not a 
man to whom could safely be committed 
the custody of many millions of trust 
funds. As the discussion proceeded the 
conviction deepened that a large body 
of assets controlled by a handful of 
stock that bore to the mass a ratio of 
less than one percent, like a tall pyramid 
inverted, must be in constant danger of 
fall. The accumulation of cash in bank, 
amounting to three-fourths of a mil- 
lion, was also a sore temptation to 
schemers. If today one assailant with 
honeyed words, but evil designs, was 
detected and repulsed another as bad 
or worse was likely to appear in the 
skirmish-line tomorrow or next month.” 


Phoenix Mutual Had 
Its Stock Retired 


A rather pat commentary on some of 
the conditions existing today: 

In 1889 the company was mutualized 
and Mr. Goodman accepted $250 a share 
for his stock, just half what he had been 
offered by McFarlane. In 1890 Mc- 
Farlane fled the country after wreck- 
ing the American Life of Philadelphia 
and the Bank of America, both of 
Philadelphia, but returned in 1893 and 
surrendered to the authorities, receiv- 
ing a jail sentence of four years. Mr. 
Holcombe who is still a director of the 
Phoenix Mutual though retired from 
business, was graduated from Yale, 
studied law, but went into the actuarial 
department of the Connecticut Mutual, 
and in 1871 became actuary of the 
Connecticut insurance department. 


Connecticut General 
an Interesting Company 


The Connecticut General, because of 
its phenomenal recent growth, is one of 
the most interesting of the Hartford lite 
companies. The Connecticut General's 
stock is now quoted at 15 for 1, yet 
pays only 16 percent on par, a little 
better than 1 percent return, on the 
present basis. For a long time it ap- 
peared to be a just about hopeless en- 
terprise. It started as a sort of stock 
annex of a mutual company, the Con- 
necticut Mutual, and hoped to get the 
excess lines of that company as well as 
to write substandard risks. Dr. Guy R 
Phelps, the father of the Connecticut 
Mutual, was responsible for the idea o! 
the Connecticut General, which was OF 
ganized in 1866, and in view of the extra 
hazards and untried conditions to be 
met, the capital was placed by the 
charter at not less than $500,000. 


Why Sub-Standard Failed 
in the Earlier Time 


Here is the curious reason given by 
Mr. Woodward, himself a director, 
his book as to why sub-standard at this 
early day failed: “The promoters rea 
soned, quite plausibly, that if fire rates 
could be so adjusted upon all classes 
of property as to be remunerative, there 
could be no inherent difficulty in gra® 
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lives also. It was soon found, however, 
that the infirmities buried in the human 
system were too deceptive and variable 
to respond to any determinate law of 
averages. Moreover, applicants who 
failed to pass the standard examinations, 
did not display expected alacrity in ac- 
cepting the benefits of the new departure 
on the terms proposed. Each one’s 
confidence in his own destiny is so 
strong that he must either suffer from 
‘malaria,’ or be clearly nearing the grave, 
before he will admit that his chances of 
longevity are less than those of his 
neighbor. Happily the error in the 
theory was soon shown by the perplexi- 
ties encountered in attempts to apply it, 
and in two years the feature was aban- 
doned.” 


Hartford Had the Right 
Underwriting Instinct 


Today nearly every little company is 
writing sub-standard and thinks noth- 
ing of it. But “malaria” is not the ter- 
rible disease it once was. And indeed 
the promoters were not only. plausible, 
but right, in assuming that life risks 
may be classified, up to a certain point 
at any rate, like fire risks and written 
“at a rate.” Hartford again had the 
right underwriting instinct, even if it 
was ahead of the times. All this was 
in 1866. 


Company Had Hard Pull 
to Win Its Place 


The Connecticut General went over to 
first class risks and when the experi- 
ment of insuring impaired risks was 
given up the capital was reduced to 
$250,000, the amount paid in; in 1880 
it was again cut down to $150,000, by 
taking up two-fifths at par, “the growing 
strength of the institution having ren- 
dered a larger guaranty needless.” 

There are few companies that have 
had the hard, steady pull to win suc- 
cess that the Connecticut General has 
had. For years it was regarded as one 
of the closest companies in the busi- 
ness. Thomas W. Russell, a nice, quiet 
gentleman with an actuarial turn of 
mind, took charge as president in 1876. 
He had been an agent of the Charter 
Oak and afterwards vice-president and 
knew what reckless management meant. 
He leaned the other way. Fred V. Hud- 
son, the secretary, had been a Cincin- 
nati man and had served the company 
as general agent. These two men ran 
the company a long while in an incon- 
spicuous way. 


Woke Up at Time of 
Armstrong Probe 


The company woke up about the time 
of the Armstrong investigation. Robert 
W. Huntington, born a few months after 
the company was organized in 1866, a 
Yale man, went with the company on 
gtaduation, became actuary in 1893 and 
later president. Things got to the point 
where, as Mr. Huntington expressed 
It, ‘we have room for another college 
man.” George E. Bulkeley had just 
finished at Yale and he was the lucky 
man selected to carry the new respon- 
sibilities—at $3 a week! Yes, that is 
the salary which the Connecticut Gen- 
eral paid Mr. Bulkley at the start. But 
he can afford to laush now, for he is 
President Huntington’s right hand man 
and largely responsible for one of the 
most successful and fastest growing 
companies in America. 


Prediction Is Made as 
to Company’s Future 


It is coming along so well that peo- 
ple in Hartford who prognosticate on 
surance affairs—and they are the best 
little Msurance prognosticators in the 
world in Hartford—are putting the Con- 
Recticut General up into the class of 
the Aetna Life and Travelers and run- 
ning its stock up into unheard of values 
On the prospect of what it is going to be. 
; The other big Hartford life company 
S the Travelers, but as this was begun 
&$ an accident company its story may 
referred to in another connection. 
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JAMES W. STEVENS, Founder 





‘7 CANNOT leave this auspicious 
gathering without expressing my 
sincere appreciation of your 

greeting, my hope in the success of 

your enterprise and my conviction 
that here you are erecting an edifice 
dedicated to thrift and good citizen- 
ship. Such work as this lays the foun- 
dations of thrift and providence, incul- 
cates habits of saving and develops the 
Christian citizenship which is the hope 
of the country. I am convinced that 
the Illinois Life and the other life in- 
surance companies are not only pro- 
viding insurance for the family but 
insurance for good citizenship, 
and I wish you Godspeed 
in your enterprise.” 






















From the address of Carvin Coortpce et the 
Cerner Stone Laying Ceremonies, Lilinois 
Life Building, August §, 1922. 






inois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 
The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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Group Insurance Contacts 


Soliciting Group insurance gives 
contacts with men of many varied 
life insurance needs. 


After the Group contract is writ- 
ten come exceptional opportunities 
to sell individual life insurance both 
for business and family protection. 


The agent selected by the man- 
agement to insure the entire organi- 
zation enjoys a valuable prestige 
among all its members. 


For “Guide to Selling Group In- 
surance” send to Connecticut Gen- 
eral Life Insurance Company, Hart- 
ford, Conn. 


———— 
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COMMENT BY ACTUARIES ON PROPOSED 
CHANGE IN THE MORTALITY TABLE 

















OURQNINETIETH BIRTHDAY 


inety years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now exist- 
ing. 


The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 

















IF YOU ARE STRONG ENOUGH TO STAND ALONE 


Secure a contract with California State Life and receive the full com- 
mission on your business without reduction to take care of the expenses 
of superintendence and losses from advances to weak salesmen, 
Exceptional opportunities for capable, experienced salesmen. Attract- 
ze -~ year commissions and liberal renewals. References required. 
lo advances. 


Write to: 
J. R. Kruse, Vice-President 


CALIFORNIA STATE LIFE 


Sacramento 











SPECIALISTS GATHER THE INFOR- 
MATION THAT APPEARS IN THE 
NATIONAL UNDERWRITER. 
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HE actuaries are doing a great deal 
Ter thinking over the proposal of 

adopting the American Men table of 
mortality for the American Experience 
table. Vice-President L. D. Cavanaugh 
of the Federal Life expressed himself 
as follows: 

“While it is no doubt true that the 
American Men’s table comes nearer to 
representing the actual mortality than 
does the American Experience table, I 
would not favor the adoption of the new 
table at this time. 

“In the first place, the American Ex- 
perience table has been tried and has 
stood the test for legal reserve life com- 
panies for many years. It is my per- 
sonal opinion that if some of the com- 
panies had been using the American 
Men’s Mortality table prior to and at 
the time of the influenza epidemic some 
companies would have experienced fi- 
nancial difficulty that might have been 
unfortunate for the life insurance busi- 
ness, 

Question of Solvency 


“It seems to me that the important 
thing to consider in connection with le- 
gal reserve life insurance is the question 
of solvency of the companies. Com- 
panies that are properly managed have 
been able to succeed and strong insti- 
tutions have been built up and seldom, 
if ever, does a holder of legal reserve 
life insurance forfeit his interests in a 
policy because of financial difficulties 
of such companies. 

“The period covered by the mortality 
investigation which resulted in the 
American Men’s table was a very fav- 
orable one from the standpoint of mor- 
tality and I think it would be too much 
to expect that the rate of mortality 
would always be as favorable as it was 
during the period in question. For in- 
stance, if this investigation were carried 
over to 1920 and included the period of 
the influenza epidemic the excess otf 
losses during the influenza period might 
have had a very noticeable effect on the 
mortality table resulting from the in- 
vestigations. 

Carl Micheltree, actuary and secre- 
tary of the Columbus Mutual Life, says: 

“The arguments for and against the 
adoption of the American Men table as 
a legal basis have become so standard- 
ized that it is difficult to add anything 
new. I believe most participating com-. 
panies take account of the American 
Men table in the computation of their 
dividends. So far as the policyholder 
is concerned substantial justice can be 
obtained but, of course, there are certain 
discrepancies there with regard to the 
reserve the company must maintain and 
also with regard to the cash surrender 
values given various policyholders. The 
non-participating companies take some 
account of the variation in the two 
tables as is evidenced by the loading 
they put on the American Experience 
net premiums at the older ages. 


Non-Participating Premiums 


“T have often thought it would be in- 
teresting to see what changes in premi- 
ums the non-participating companies 
would effect in the event the American 
Men table should become the legal 
standard. Their expenses must, of 
course, come from some source and if 
they were to reduce the premiums at 
the younger ages, as I believe they 
would, such reduction would be reflected 
in even higher premiums at the older 
ages than are charged now. In my 
study of the dividends paid by other par- 
ticipating companies, I have noticed 
a decided trend toward reducing the div- 
idends at the older ages and increasing 
them at the younger. The more recent 
the dividend schedule was put out the 
more noticeable is this tendency. The 
Columbus Mutual is no exception.” 

C. F. Cross of Detroit, actuary of the 
American Life, says: 

“It seems to me there is very little to 
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be said in favor of the change and very 
much to be said against it. There js 
no certainty that it will reduce the ne 
cost to policyholders nor, if expenses 
are properly allocated, that it will make 
so much of a difference as between pol. 
icyholders of different ages. A 2 per- 
cent higher reserve must be provided 
for from the surplus, which leaves less 
to be distributed to form the dividends, 

“It must always be remembered that 
the American Men is an average table. 
The Mutual Benefit and Northwestern 
Mutual, both of which contributed ex. 
perience, state that the mortality of 
their companies ran about 85 percent of 
the American Men table. Hence, there 
must have been some companies contrib- 
uting experience who had a mortality 
considerably above this table, so that 
for these latter companies, this adoption 
would mean an actual loss from mortal- 
ity. 

Does Not Include Emergency Loss 


“Again, this table doesn’t include war 
nor flu losses, which would result in a 
still greater loss from mortality. The 
wise and prudent companies would un- 
doubtedly load their premiums to take 
care of just such contingencies, but 
what of the others? Where these con- 
tingencies are required to be provided for 
by law, there has not been an insurance 
failure in many years. With these re- 
strictions removed and with the com- 
petition in rates that we have seen in 
other lines of insurance, it doesn’t re- 
quire.much imagination to foresee the 
result. 


Does Not Represent True Mortality 


“The American Experience _ table 
doesn’t represent the true mortality at 
the present time, nor a proper distribu- 
tion of that mortality as between ages, 
but it has furnished insurance at an 
equitable cost and provides a factor of 
safety which has done as much as any 
other thing to give legal reserve life in- 
surance its present standing. 

“Any program which contemplates 
the adoption of any other table that 
doesn’t represent the true mortality in 
all sections of the country, that is based 
upon company experience in the most 
favorable period of years, and _ that 
makes absolutely no provisions for con- 
tingencies, should be approached with 
caution.” 


Reserve Loan’s Record 


The Reserve Loan Life report another 
big month in October. Its gain for the 
month was $636,447. This makes a gain 
of $5,872,658 the first 10 months of the 
year as contrasted with the total of $3,- 
125,237 for the same period last year. 
Its total insurance in force is $65,923,- 
914. All the agencies show a steady in- 
crease each month. Texas was agaif 
the leading state with Illinois ranking 
second. This fine showing is due to the 
prompt service rendered the agency 
force. 


Whatley in Second Place 


Manager S. T. Whatley of the Chi- 
cago offiffice of the Aetna Life. received 
a wire from Vice-president K. A. Luther 
Wednesday, announcing the Chicago 
agency now occupies second place m 
life business, having beaten out Phila- 
delphia during October by $828,000. 
The Chicago business for October was 
$2,500,000 and this agency was second 
only to the Hart & Eubank agency of 
New York City. 


Victory Life’s Progress 


The Victory Life of Chicago is aim 
ing to close the year with $2,500,000 o 
insurance in force, all on the lives © 
colored people. L. J. Joseph, the mam 
ager, is regarded as one of the leading 
Negro executives of the country and 
building his company up very solidly. 
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HOSPITAL POLICY PLAN 


EXPERIMENTING GOING ON 





Companies Say That There Is Great 
Danger of Selection Being Made 
Against Them 





The hospital expense policy is occu- 
pying the attention of many managers 
of accident and health departments. 
When the National Surety announced 
its hospital bond policy, all the acci- 
dent and health companies immediately 
recognized it as a coverage fitting per- 
fectly under accident and health insur- 
ance. The National Surety has with- 
drawn its hospital bond as insurance de- 
partments declared the National Surety 
charter did not give it the privilege to 
issue accident and health insurance and 
the hospital expense policy was ruled to 
be in that class. 


Maryland Casualty Issues Policy 


The Maryland Casualty is now issu- 
ing a hospital expense policy generally. 
At least one or two other companies 
have been experimenting with it in spe- 
cial territories or through particular 
agencies for the past year. Other com- 
panies are known to be considering put- 
ting out a similar policy. 

So far no company issuing the policy 
believes that it has obtained sufficient 
experience and data to warrant any con- 
clusion as to what may be the ultimate 
place of this policy. It is known, how- 
ever, that the first experience of the 
companies writing it was not financially 
profitable and the general tendency of 
the rate has been upward. 


See Profit in Project 


. Company managers who are writing 
it believe that it can be made profitable 
for the companies if indemnities are 
limited sufficiently. Hospital indemnity 
of $25 a week should be easy to handle 
in a profitable way and even $50 a week 
might be handled satisfactorily. Any- 
thing above $50 a week brings the 
underwriter face to face with the bug- 
bear of disability underwriting, a very 
large indemnity on a single case. 


Selection Against Company 


Companies have’ always recognized 
that any policy covering a special condi- 
tion as does the hospital expense policy 
is almost sure to result in a selection 
against the company. In other words, 
the hospital expense policy in order to 
be profitable for the company ought to 
be written with even more care in the 
selection of risks than the general cov- 
erage policy for the reason that the 
appeal of the policy to the man who 
knows he is going to have an operation 
ls irresistible. Women are said to be the 
worst offenders in taking the policy for 
specific purposes. 


Cc 





pany Raising Rates 


One of the companies which has been 
experimenting with this form for the 
past year is raising its rates and also 
adding somewhat to its limitations. It 
1S Issuing the policy stating that it does 
not cover recurrence of chronic diseases 
which the individual may have suffered 
efore receiving the policy. 

Agents who have sold the policy are, 
as a rule, very favorable toward it. It 
has a special place in the scheme of dis- 
ability protection. A good spread of 
risks with careful selection and a mod- 
erate rate on a policy carrying rela- 
tively low indemnities will be profitable 
according to those who have tried it out. 


Pleased With Salary Savings 


Penn Mutual officials are highly 
Pleased with the success of the new sai- 
ary savings plan of insurance which they 
recently adopted. Already the returns 
tom the company’s agents all over the 
7 show an increasing volume of 
usiness as a result of its adoption. 





ASKS DOUBLE PAYMENT 


———— 


SAYS DEATH WAS ACCIDENTAL 
Beneficiary Claims Death of Assured 
Came Within Scope of Clause in 
Unusual Case 





BALTIMORE, MD., Nov. 4.—Mrs. 
Winnie G. Dodge is trying to collect 
double the face value of a $10,000 life 
policy under a double indemnity pro- 
vision which it carried. The policy was 
issued in 1920 to her husband, Dr. 
George F. Dodge, practicing physician 
of Athol, Mass., and she was named 
beneficiary. He died in a Baltimore 
hospital April 28, 1924, while undergoing 
an operation for removal of his tonsils. 
He. expired soon after novocaine was 
injected into them to minimize the pain. 


Why Accident Was Blamed 


It is claimed he had an idiosyncrasy 
for this drug, or in other words that it 
was poisonous to his system. This, it is 
contended, placed his death within the 
range of an accident. In instructing a 
jury in federal district court at Balti- 
more which decided that the widow was 
entitled to the extra $10,000, Judge 
Soper explained that the death was “un- 
expectedly caused by the bringing to- 
gether of novocaine and a human body 
to which novocaine was poisonous, con- 
trary to almost universal experience.” 


Interest in Outcome 


The Mutual Life of New York, which 
issued the policy, readily agreed to settle 
for the face of it. The company resisted 
payment under the double indemnity 
provision, contending that death did not 
result from accidental means. The case 
was appealed to the United States cir- 
cuit court of appeals at Richmond. Last 
week it was argued and submitted. De- 
cision will probably be given by this 
court at its midwinter term. Because of 
the unusual circumstances under which 
Dr. Dodge died, outcome of the case is 
being awaited with much interest in life 
insurance circles. 


Commissioners Date Set 


It has now been definitely decided to 
hold the winter meeting of the National 
Convention of Insurance Commissioners 
at the Congress hotel, Chicago, Dec. 
8-10. 


Will Meet at Hot Springs 


Hot Springs, Ark., has been selected 
for the next national meeting of the 
managers of the New York Life. This 
convention will assemble 250 of the key 
insurance men of the United States for 
a conference of several days. 


Life Notes 


John H, York, president of the Cleve- 
land Life Underwriters, is taking a two 
weeks business and pleasure trip visit- 
ing Atlantic City, Philadelphia, Asheville 
and points in Tennessee. 

Judge H. B. Anderson in federal dis- 
trict court at Jackson, Tenn., has ruled 
against the International Life which 
contested payment of a $50,000 policy 
on the life of Judge J. W. Ross on the 
allegation he had killed himself. 

Kenneth P. Mooter, a Cincinnati attor- 
ney, has become an assistant in the 
Aetna Life adjusting office in Cincinnati. 
Mr. Mooter will work with H. H. Heine- 
mann, recently transferred to the Aetna 
Cincinnati office from the Wilson agency 
in Cleveland. 

Dr. Louis I. Dublin, statistician for 
the Metropolitan Life, who was in St. 
Louis to attend the American Public 
Health Association convention addressed 
the Wednseday Club of St. Louis Oct. 
21. His subject was: “Modern Methods 
of Life Extension.” 


Joseph V. Turner, an agent for the 
Minnesota Mutual Life, Minneapolis, 
died Oct. 23 from injuries received the 
previous day in an automobile accident 
near Norwood, Minn. George Moline, a 
banker who was riding in the same car, 
was killed instantly in the accident, 
caused when a train hit the car at a 
crossing. 
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DO YOU RECOGNIZE IT? 


Opportunity must be grasped. 
It does not force itself upon 
you, but passes in review be- 
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PEOPLES LIFE BUILDING 


fore your eyes. 


YOU SEE IT? 


There is a chance for you*in 
Life Insurance selling. You 


Weill you? 


can do tt. 


The Peoples Life(Illinois) 
The Issue and 
Opportunity are squarely up to 
Will you grasp it? 


can help you. 


you. 





Chicago, Illinois 
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Sticking to the Beaten Path 


THERE are a nuniber of men writing: 


life insurance who are always seeking 
an easy way to get business. Various 
methods are contrived and different 
points of appeal worked out. Some get 
to a point where they are unable to 
make much progress unless they have 
some special scheme. The minds of 
these agents are almost always taken 
up with trying to work out a plan that 
will appeal to the public more or less 
as a catch penny proposition. They are 
unable to present life insurance in its 
basic forms. Many of these schemes 
have been devised only to have a short 
life. 

After all, the only successful, substan- 
tial method that’ has been found in 
soliciting life insurance is to learn the 
business, present it intelligently and sin- 
cerely, see as many people as possible, 
make a direct appeal along protection 
lines and work hard. The great body of 
men and women who are buying insur- 
ance desire to protect their dependents 
or those in whom they are particularly 
interested through kinship. They are 
not so much interested in the fringes 
and rococo embellishments of the life 
insurance contract. 


Life Men Have Big Records 


Ir would seem that the peak of pro- 
duction: had been reached in a single day’s 
record so far as applications are con- 
cerned, when R. L. Simpson, an agent 
of the Connecticut Murtrvat Lire at 
Champaign, Ill., secured 125. This is a 
record for a month’s work, for which 
anyone might well be proud. Champaign 
has a population of 15,873. The securing 
of that number of applications reveals 
the hardest kind of work. 

Prior to Mr. Stmpson’s achievement the 
record was held by Gerorce Cowron of 
Grand Island, Neb., an agent of the 
Egurraste Lire of New York, who had 


Women and the Tax Returns 


One of the New York daily papers 
called attention to the fact that an out- 
standing feature of the income tax re- 
turns filed with the federal government 
which were made public in September is 
the marked increase in the aggregate 
income of women in business. There are 
more women engaged in business pur- 
suits than ever before. They are earn- 
ing more money, they are broadening 
their knowledge of business and are be- 
coming more efficient. There are more 
women who come under the income tax 





Life insurance has been put to many 
uses and in the development of busi- 
ness and personal fortunes, life insur- 
ance has come forward as a shield. For 
instance, the man who has an estate of 
$500,000 or over is particularly inter- 
ested in the inheritance tax plea. Men 
who have business enterprises see life 
insurance as a financial ballast in pro- 
tecting the business. There is an oppor- 
tunity for life insurance to come into 
play in the form of a bequest. Many 
are using life insurance in the formation 
of trusts. 

These, however, are but a very few of 
the great points of contact that life in- 
surance has with the people. The great 
multitude buy life insurance in smaller 
denominations for family protection. It 
is along this line that the thousands of 
agents must pound. There is no specific 
that can be applied that will bring in 
business through some sleight of hand 
manner. It just takes industry, and con- 
tinuous, steady plugging. That, after all, 
is the method that the average agent 
needs to follow. He should seek out the 
crowd that is buying steadily rather than 
pin his faith to a big fellow who is often 
beyond his ken. 


122 for insurance totaling $200,841. 

E. B. Houcuton, general agent for the 
GuarpiAN Lire at Rochester, N. Y., se- 
cured 117 applications in one day. This 
was during the GuarpiaAN Lire “Presi- 
dent’s Month.” 

On Sept. 29, Guy W. Perasopy, agent 
of the Royat Union Lire at Sedalia, 


Mo., secured 115 applications. The total 
amount of insurance applied for was 
$132,000 


These daily records show that the men 
were doing most intensive work. They 
have set a high mark for anyone to shoot 
at. 


requirements. The New York “Times” 
says that the increased income of women 
is explained by the fact that new lines 
are constantly being opened to them 
and they have been alert to take advan- 
tage of their broader opportunities. 
Life insurance companies of course 
are recognizing this fact. They are see- 
ing the possibilities of writing [life in- 
surance for a larger number of women 
and getting a better average on the class 
than has been done with this business 


Announcement was made last week 
of the engagement of Miss Helma Kreis- 
mann, daughter of Frederick H. Kreis- 
mann of St. Louis, president of the St. 
Louis Mutual Life and head of the F. 
H. Kreismann Insurance Agency, to 
Stuart McCormack of St. Louis. Miss 
Kreismann is. a graduate of Mary In- 
stitute. She made her debut formally 
last year. Mr. McCormack is a gradu- 
ate of Washington University. The 
wedding will take place in the spring 
and Mr. McCormack will take his bride 
to Chicago to reside. 


Edwin E. Sterns, manager of the pub- 
licity department of the Guardian Life, 
has resigned to reenter the general ad- 
vertising business. He will be succeeded 
by Christopher Brooks, his assistant for 
the past year. Many of the newer ad- 
vertising booklets of the company are 
the work of Mr. Brooks, including the 
material issued for the drive during 
President’s Month. Mr. Sterns started 
with the Guardian two years ago in 
charge of the publicity department and 
prospect bureau. He was previously in 
general advertising work. 3 

As usual, Appleby Month with the 
Ohio National was a great success. 
Every October the field force unites in 
its best efforts as a testimonial to Presi- 
dent T. W. Appleby, it being the month 
of his birth. The business this year 
totaled $3,242,179 and was one of the 
greatest months this fast growing com- 
pany has enjoyed. Special honor was 
given to the larger producers. Cups 
were awarded those exceeding $50,000 
for the month, pictures to those exceed- 
ing $25,000 and special mention to those 
who “spelled” T. W. Appleby, each ap- 
plication being equivalent to a letter. 

The many friends of Advertising and 
Publicity Manager Frank C. Crittenden 
of the National Life, U. S. A. at its 
home office in Chicago, will be pleased to 
learn he is no longer a lonesome bache- 
lor. He was married at Wheaton, IIl. 
last Saturday afternoon to Miss Jose- 
phine Broberg of Chicago, who has been 
his secretarv for many years. The happy 
couple will live at 7009 Oglesbv avenue, 
Chicago. 


William G. Williams, oldest general 
agent of the State Mutual Life of Wor- 
cester, for more than 30 years general 
agent 2t Boston, died at his home in 
Brookline Mond-- morning, following 
a shock suffered while driving to his of- 
fice last week, Thursday morning. Mr. 
Williams was a close friend and pal 
of Edgar H. Carmack, general agent of 
the State Mutual at Chicago, who died 
last week. 

Mr. Williams went to Boston as a 

young man. His first life insurance ex- 
perience was with the United States 
Life, Berkshire Life and New York 
Life. He joi~-4 the State Mutual forces 
34 years ago ard soon after became gen- 
eral agent. He was a large producer 
of the old school. The past year he 
had gradually relinquished control of the 
general agency to Toshua B. Clark and 
Paul F, Sanborn, who, at the beginning 
of the new year were to assume full 
control of the agency under the name of 
Clark & Sanborn. 


— 


Spencer C. Fish of La Crosse, Wis., 
district agent of the Northwestern Mu- 
tual Life, has placed $500,000 additional 
insurance with Albert P. Funke, presi- 
dent and treasurer, and Arthur S. Funke, 
secretary and chairman of the La Crosse 
Rubber Mills Company. The line now 
carried amounts to $1,000,000 insurance. 
Mr. Fish has attracted considerable at- 
tention by his work in connection with 
this insurance which is to give the 
Rubber Mills Company a greater finan- 
tial ballast. The two Funkes have built 
up this business and carried it on in a 
wonderfully successful way without the 
assistance of outside capital. They are 





in the past. 





both natives of La Crosse. Among the 











SPENCER C. FISH 
District Agent Northwestern Mutual Life, 


La Crosse, Wis. 

original stockholders of the La Crosse 
Rubber Mills Company were M. Funke 
and A. Hirschheimer. They both had 
successful manufacturing experience. In 
1912 they bought a controlling interest, 
placing the two sons of Mr. Funke in 
direct charge of the management. Al- 
bert P. Funke took direct supervision 
as secretary and general manager and 
his brother, Arthur S., became treasurer 
and assistant manager. Under these 
two men real progress has been made. 
With the original plant now entirely 
replaced and supplemented with modern 
fireproof steel concrete structures, the 
Rubber Mills is counted as one of the 
foremost rubber footwear plants in the 
country. Between 1,200 and 1,500 peo- 
ple are employed. 


James E. Walsh, president of the 
prominent Philadelphia agency firm of 
Daniel J. Walsh’s Sons and associated 
with the management of the Home Life 
of Philadelphia, died at his summer 
home at Atlantic City Monday. 


HOW DO YOU SELL IT? 


I've talked to man and boy, woman and 
girl, 

To both bob headed and those with curl. 

I've talked protection, saving and rainy 
day. 

That’s mighty good, they say, but I can’t 
pay. 

It’s no trouble at all for me to tell it. 

But won’t some one tell me how to sell 
it? 


I’ve talked on farms, in factories and in 
mills. 

I talked to one man with two stills, 

But the same old answer too oft I get— 

“I want it, but can not take it yet.” 

It’s no trouble at all for me to tell it, 

But won’t some one tell me how to sell 
it? 


I've never begged or whined or lost my 
self respect, 

But time on time I lose a good prospect. 

I wish some one who has made a grand 
success 

Would tell me just what points to stress. 

It’s no trouble at all for me to tell it, 

But won’t some one tell me how to sell 
it? 


I’ve made my canvass long, I’ve made it 
snappy. 

I’ve seen men smile as if it made them 
happy. 

I've seen strong men flush and heave & 
sigh, 

Then tell me “It’s mighty good but I 
can’t buy.” 

It’s no trouble at all for me to tell it, 

But tell me how the hell to sell it. 

P. Nold, Hutchinson, Kan. 





SreaKINc the truth, like taking 2 cold 
bath, is sometimes very disagreeable. But 








it’s always good for us. 
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- LIFE AGENCY CHANGES | 


CHICAGO AGENCIES COMBINED 

















Wrenn and Carmack Agencies Com- 
bined Under Everts Wrenn Follow- 
ing E. H. Carmack’s Death 





Everts Wrenn, who has been one of 
the Chicago general agents of the State 
Mutual Life of Worcester for 26 years, 
has been appointed by the company to 
take over the agency of Edgar H. Car- 
mack, who died last week, combining it 
with his own agency. This makes the 
Wrenn agency the largest general 
agency of the State Mutual. 

Mr. Wrenn has appointed H. Drew 
Lapp as associate general agent. Mr. 








EVERTS WRENN 


Wrenn has been with the State Mutual 
for 32 years and has been a general 
agent in Chicago for 25 years. Mr. 
Lapp has been Mr. Wrenn’s personal 
assistant since 1916. 

The Wrenn and Carmack agencies 
have been conducted from the same of- 
fice, but have been operating separate 
agencies. Mr. Wrenn has been with 
the State Mutual longer than any other 
man in the field for the company. 





Federal Life Iowa Appointments 


J. M. Foreman has been appointed 
district agent of the Federal Life for 
southeastern Iowa with headquarters at 
Council Bluffs. He was formerly state 
Manager in Nebraska for the Mid-West 
Life. H. W. Dezell, who was formerly 
manager of a Piggly-Wiggly store in 
Des Moines, goes with the Federal Life 
in that city. W. A. Kennedy, who was 
lormerly in the drug business and owned 
stores at Mitchellville and Colfax, Ia., 
has also joined the Federal Life staff. 


C. A. Bender 


The Alamo Life of San Antonio, 
Texas, announced the appointment of 
\. A. Bender, Corpus Christi, district 
manager for south Texas. Mr. Bender 
as been representing the company in 
the Corpus Christi district during 1924- 
25 and now assumes charge of an exten- 
Sive territory in south Texas. 





W. J. Cardwell 


William J. Cardwell has been ap- 
ne general agent of the Provident 
utual Life for eastern Kentuckv. mak- 
ng his headquarters in the Security 
uildine, Lexineton. c 


Ernest Whitlock 


Ernest Whitlock has been appointed 
— agent of the Massachusetts Mu- 
ual Life at Omaha, Neb., to succeed 
— = S. McWilliams, who has been 
mn ¢ head of the agency since Feb- 

ry, 1919. Mr. Whitlock is a native 


———_— —————— 
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Putting a Kick in 
the Sales Campaign 


a 
a 
=. Mechanical skill alone does not 
‘ win football games—nor sales 
campaigns. 

It is the punch behind every play that carries the 
championship team to victory. It is sustained enthu- 
siasm that brings success to the capable life insurance 


salesman. 


The fighting punch of the football eleven is based 
on confidence. Every player is sure that every other 
man in the line is giving all he has. 


Success for the life insurance salesman is based on 
the same principle. Confidence. An earnest belief in 
the goods he is selling. Faith in his business associates. 


Lincoln National Life salesmen have sustained 
enthusiasm because they are confident that every co- 
worker in the Home Office is on the job with them. 
This is evidenced in the dispatch with which their busi- 
ness is handled and the helpful attention given to all 
their sales problems. 








(Cink up (Jorn Tw @) LINCOLN) 
The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character”’ 
Lincoln Life Building Fort Wayne, Ind. 
More Than $375,000,000 in Force 
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of Oklahoma, having been born in El- 
kens in that state in 1892. He graduated 
at Oklahoma State College and became 
a teacher in the public schools. He 
entered the war and on being discharged 
became an agent of the Phoenix Mutual 
Life. He was sent to Omaha, Oct. 1, 
1921, as manager of the Phoenix Mutual 





there and has held that position ever 
since. u 


N. Sternberg 
The Reserve Loan Life-has entered 
the District of Columbia. N. Sternberg 
has been selected as the manager for 
the District. 











tL EASTERN STATES ACTIVITIES 
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GROUP FOR STATE EMPLOYES 


Connecticut State Comptroller Makes 
Arrangement With Travelers 
and Aetna Life 


HARTFORD, CONN., Nov. 5.—Ar- 
rangements have been completed be- 
tween Connecticut state comptroller and 
the Travelers and Aetna Life whereby 
employes of the state may voluntarily 
enter a plan of group insurance wherein 
it is expected that policies will average 
$1,000. 

There are about 1,000 state employes 
paid monthly directly from the office of 
the comptroller and the proposed plan 
is to have the premium payments de- 
ducted monthly by that office. Each of 
the insurance companies will present the 
comptroller with a statement of the 
monthly deductions to be made in the 
case of each employe and the sum thus 
specified will be taken from the salary 
of each person entering the plan. 

At the office of the comptroller it was 
said that the group insurance plan is 
entirely voluntary and that the office of 
the comptroller has no interest in pro- 
moting it in any way. The plan will 
.throw an added burden on the comp- 
troller’s office and it was made clear 
that the office would not assume any 
responsibility for the accuracy of the 
statements to be submitted by the in- 
surance companies. 

It is probable that the plan will be 
extended so as to include state em- 
ployes not an directly from the comp- 
troller’s office, such as employes at 
state institutions. 


Connecticut Insurance Day 


On Nov. 18, which has been desig- 
nated as Insurance Day in Connecticut, 
the fire men are to meet at the office 
of the Hartford Fire, the casualty rep- 
resentatives at the Travelers headquar- 
ters and the life interests at the Phoenix 
Mutual Life office. Frank W. Pennell 
of New York City will be among the 
speakers at the life conference, his sub- 
ject being “Merchandising Life Insur- 
ance.” 





ISSUES ASSESSMENT REPORT 


Superintendent Beha of New York 
Gives Statistics on Life and Casualty 
Associations and Fraternals 


ALBANY, N: Y., Nov. 4.—Superin- 
tendent James A. Beha will issue early 
this week the fourth and last volume of 
his 1925 report to the legislature. This 
volume deals with all assessment or co- 
operative insurance organizations au- 
thorized in New York, and includes life 
and casualty associations, fraternal 
orders or societies. 

On Jan. 1, 1925, there were 19 assess- 
ment life and casualty associations re- 
porting total assets of $7,751,659, which 
was a gain of $757,436; and liabilities of 
$4,587,770, an increase of $476,943 over 
the year previous. The income of this 
class of associations for 1924 was 
$5,945,380 and the disbursements $5,342,- 
990. Of the last amount $3,910,093 was 
for claims or other payments to mem- 
bers. The business of these associa- 
tions is largely in New York state, and 
at the beginning of 1925 covered 333,- 
798 certificates for $165,356,992 insur- 
ance in force. 

Fraternal orders to the number of 78 
had assets of $408,362,924, which was a 
gain of $52,128,648, and liabilities of 
$134,472,844, an increase of $16,398,882 
over the year previous. The income of 
fraternal orders authorized in New 
York during 1924 was $142,294,746, 
claims and other payments to members 
$76,117,557, other disbursements $25,- 
968,321. These fraternal orders carried 
5,385,469 certificates to the amount of 
$6,608,450,782, of which 542,550 certifi- 
cates for $432,980,037 were new New 
York business, 


Holding Agency Meetings 
Two sectional agency meetings were 
held by company officials of the Midland 
Mutual Life of Columbus at Reading, 
Pa., and Pittsburgh, Pa., last week. Jay 
A wkins, manager of agencies; Dr. 
Frank Harnden, medical director; Wil- 





of agents, and E. O. Mowrer, general 
agent at Akron and Cleveland, repre- 
sented the home office at the Pennsyl- 
vania gatherings. Mr. Mowrer demon- 
strated his particular form of sales work 
that has been so successful in his own 
agency. Dr. Harnden discussed the 
medical side of field work. Mr. Haw- 
kins spoke on agency building as did 
Mr. West. The Midland utual is 
making a drive for business in Pennsyl- 
vania. 

On July 2 of next year the company 
will have attained its 20th year. In 
order to celebrate this milestone, the 
executive committee has voted to hold 
the next annual agency convention at 
Van Ettan Lake Lodge, Oscoda, Mich., 
about 150 miles north of Detroit. The 
convention will be in August. 


WOODS AGENCY CELEBRATION 


Big Pittsburgh Life Office Does Great 
Work at Its 45th Anniversary 
Occasion 


At the banquet celebration last Friday 
in Pittsburgh of the 45th anniversary of 
the E. A. Woods Agency of the Equi- 
table Life of New York, Vice-President 
Frank H. Davis of the home office who 
was, together with Treasurer Laffey, a 
guest of honor, was informed that 362 
out of 480 agents of the agency had 
written in the 45 days preceding Oct. 31 
over $26,000,000 of business including 
about $3,000,000 group. Sixty-eight per- 
cent of the applications were prepaid 
and no applications without medical pa- 
pers were counted as complete. 


OHIO HANDBOOK OFF PRESS 


New Edition of Well Known Insurance 
Directory Contains Valuable Data 
on State Business 


The 31st annual edition of the under- 
writers’ Handbook of Ohio has come 
from the press of THe Nationa UNDER- 
WRITER. The insurance directory is one 
of the most popular handbooks issued 
and contains some very valuable in- 
formation for all those interested in the 
Ohio insurance business. There are 
646 pages of actual agency information 
giving the agents by cities and towns in 
alphabetical order with all of their com- 
panies that they represent. In addition 
there is shown the resume of the Ohio 
insurance laws, complete fire, life and 
casualty statistics with premiums and 
losses for six years, the company depart- 
ment showing all the companies licensed 
in the state with. their supervising 


liam H. West, assistant superintendent | agents and other company personal in- 





formation, the licensed Ohio solicitors 
and non-resident brokers, besides a num. 
ber of other lists which make this year’s 
book a reliable source of complete jp. 
formation on the insurance lay-out jp 
Ohio. The Ohio book is possibly the 
only publication used by all classes of 
insurance men. 


Cleveland Managers Meet 


A large and enthusiastic meeting of 
general agents and managers of Cleve. 
land agencies was held last week. Cop. 
sideration was given to recent rulings 
of the insurance superintendent regard. 
ing brokerage of life insurance, and the 
workings of the recently enacted agency 
qualification act. 

The meeting voted to hold regular 
gatherings hereafter once a month. Ip. 
stead of a noon meeting, as has been the 
custom in the past, the meetings will be 
held in connection with an evening din- 
ner, thus permitting unbroken discus- 
sion of subjects presented. 








MISSISSIPPI VALLEY 

















START COURSE IN ST. LOUIS 


Earl Wyatt of Phoenix Mutual to Con. 
duct Y. M. C..A. Class Backed by 
Life Underwriters 
—_—_— 

The life insurance course being con- 
ducted by the North Side Y. M. C. A. 
of St. Louis, under the auspices of the 
St. Louis Life Underwriters Associa- 
tion, will hold its first classes for the 
1925-26 season on Friday, Nov. 6. The 
school was started last year and proved 
highly successful. 

arl Wyatt, assistant state manager 


.of the Phoenix Mutual Life, who taught 


the course last year, will again be in 
charge. The course was prepared by 
Dr. John A. Stevenson, second vice- 

resident of the Equitable Life of New 

ork, and Griffin M. Lovelace, director 
of life insurance courses in New York 
University. 

Mr. Wyatt will be assisted by a num- 
ber of the general agents, state man- 
agers and home office officials with of- 
fices in St. Louis. 


Protect General Agent 

At a recent meeting of agents of the 
New England Mutual Life general 
agency in St. Louis, a plan was pre 
sented to insure the associates of the 
agency for the benefit of General Agent 
Lloyd B. Van da Linda. As Mr. Van da 
Linda will be compensated only through 
the volume of business delivered during 
the succeeding five years in return for 





goooocooocoo0000000000000000000000000000000 0000 0000000u00ud00uo00u00u00d0:0u00000g0q00u0dg00u0u000g0q00d0g0:q0u0d0u:0d0q0q00d0dgu000000000N Ns 





WANTED -- 


ance 
to do organizing w: 
ary and commission basis. 


ness through others. 


The Wi in Life I 








WO men who have geccenstel records as ot insur- 

w can as 6) it: 

GE fy A 

This is an unusual opportunity for a man who is willing 
which will 


to work hard for a reward ich 
portion to his own initiative and ability to produce busi- 


I 
and comple Guiheuics "uae tahoe 
Company, Madison, Wis. 


THE WISCONSIN LIFE 
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be in direct pro- 


y ip business of The Wisconsin Life Insurance 
Company has doubled in the past five years. 

Company, organized in 1805, possesses many unusual 
advantages in the matter of low acquisition costs, low 
mortality rate, and high interest earnings which have 
resulted in an admirable record for low net costs to 
policyholders, continuous payment of dividends, and 
prompt payment of death claims. 
vided for men, women and children, 
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Universal Life Insurance Company 


M. A. NATION, Pres. 


Dubuque, Iowa 


WE WANT GOOD MEN 
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sis thorough and ceaseless effort to de- 
yop salesmen, it was acknowledged 
that a premature death of one or more 
of his associates would mean a definite 
joss, not only of anticipated earning 

wer, but also in time taken to train 
sew associates. In order to show Mr. 
Van da Linda in tangible form the ap- 
preciation of this training received un- 
der him, eight of his associates took out 
, $10,000 policy payable to him, It is 
sid that this is the first instance of the 
kind on record. 





Ruling on Agency Contract 


In denying the Merchants Life of 
Des Moines any recovery from Earl F. 
Sallander, an Omaha agent, and affirm- 
ing a judgment in his favor for $888, 
the Nebraska supreme court laid down 
some law of interest to agents and com- 
panies alike. The company sued for a 
balance of $1,000 on an open account 


and also for interest on money deposited 
to facilitate the work of his agency. 
The company wanted the difference be- 
tween the legal rate of 7 percent and 
the 4 percent the bank paid on the de- 
posit. The court held that unless the 
written contract between the company 
and the agent provided for the payment 
of such interest it could not be allowed. 
The company sued for $1,000, and Sal- 
lander had a counter claim for bonuses 
and renewals, 





Will Tear Down Building 


The Mutual Life of New York will 
be compelled to move its Chicago office, 
now in the Woman’s Temple building, 
inasmuch as tenants are being asked to 
| vacate by May 1, in order that a new 
| office building may be erected on this 
| site. The State Bank of Chicago is the 
| owner of the property. 
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INTERESTED IN THE OUTLOOK 
Officials Are Giving Considerable Atten- 
tion to Peculiar Conditions in 
Florida at This Time 





JACKSONVILLE, FLA., Nov. 5.— 
A number of life insurance officials have 
visited Florida, owing to the big real 
estate boom and speculative fever, to 
ascertain what the actual conditions are 
and also to get a line on the effect of 
this stimulation on life insurance. Some 
officials have been in the state prospect- 
ing and seeing whether it will pay to 
enter Florida. President J. H. McNa- 
mara of the North American Life of 
Chicago has been in Florida for the last 
week or so, making a careful survey of 
the territory. It may be if he can make 
the right kind of a connection he will 
have the company admitted. 

It is generally agreed by astute life 
insurance men that Florida business can 
be relied upon provided the companies 
have as general agents or state manag- 
ers Florida men of considerable experi- 
ence in the state. There has been a large 
flock of new life insurance men that 
have come here, who are not cognizant 
of state conditions. A life insurance 
company can very easily get mired in 
the bogs by “writing the wrong kind oi 
business. 

One of the difficulties in getting a line 
on the people from the standpoint of 
the inspection service institution is that 
so many people have come here from 
all parts of the country and there are 
none that have known them for any 
great length of time. A man can cover 
up his past very well. Life companies 
have found it difficult to get the right 
line on new assured, who have recently 
come into the state. 





Thorp Stresses Life Values 


Orville Thorp, former president of 
the National Association of Life Under- 
Writers and Texas state manager for 
the Kansas City Life, was the chief 
speaker before the Junior Chamber of 
ommerce of Dallas last week. Mr. 
horp said he had written 50 leading 
tailroad attorneys of the nation asking 
them, in case of loss of life, what was 
the basis of the claim against the rail- 
toad—love and affection or life value. 

€ said 49 of these attorneys said the 
basis of all claims is life value. He cited 
the case of a switchman, drawing $200 
per month, whose family was given a 
Judgment of $35,000 when he was killed 

Ay train. Mr. Thorp said that amount 
tallied almost exactly with the value set 
“pon the man through insurance tables. 
e urged the young business men to 
evaluate themselves through economic 

ks or insurance tables and thus get 

















a ainite line on themselves, their value 
what they expected to do. He said 


they would find it would be profitable in 
the long run, 


SOUTHWESTERN LIFE RALLY 





Dallas Company at Agency Convention 
Announces $50,000,000 Mark in New 
Business Passed This Year 





DALLAS, TEX., Nov. 4.—The an- 
nual meeting of the agents of the 
Southwestern Life was held here last 
week. The convention extended over 
three days and was attended by some 
250 agents from all sections covered by 
the company. 

During the convention the company 
made the announcement that more than 
$50,000,000 new business had been writ- 
ten this year. That is a record. The 
agents attending the convention pro- 
duced around 43 percent of the total 
amount of new business. 

Among the subjects discussed at the 
convention. were “Life Insurance under 
the Texas Laws,” by Harry Baker; 
“Man Power,” by Dr. Wallace Bassett; 
“Most Anything,” by Joe Taylor, and 
“The Southwestern Life—Its Institu- 
tional Value,” by G. A. Bodenheim. The 
social features included a banquet and a 
theater party. 

Reports made at the meeting indicated 
a prosperous condition in all parts of 
Texas. 

R. L. Daniel, state insurance commis- 
sioner, told the agents they are perform- 
ing a public service and for that reason 
they should study their prospects and 
sell the kind of policy they most needed, 
which in most cases would be the kind 
of policy the client wants to buy. 

Mr. Daniel is pleased with the outlook 
for the insurance business in Texas this 
year and believes a new record will be 
established in the matter of new busi- 
ness put on the books. 





Oklahoma Fraternal Congress 


J. S. Shearer of Guthrie, state repre- 
sentative of the Modern Woodmen of 
America, was reelected president of the 
Oklahoma Fraternal Congress at its 
closing session at Oklahoma City. R. 
W. Wynings, Okmulgee, Tribe of Ben 
Hur, is vice-president and Miss Oro 
Wood, Ardmore, Woodmen Circle, sec- 
retary. Cooperation, in preference to 
cut-throat competition between frater- 
nals, was the dominating note of the 
convention. Forty-one traternals are 
operating in the state with a total mem- 
bership of more than 141,000. Between 
150 and 200 delegates attended the con- 
vention. 





Suit Filed in Fraud Case 


The Penn Mutual Life has filed suit 
in Mingo county, Ky., against William 
H. Turner and his wife, seeking to re- 
cover $20,000 which the company paid 
last January after the supposed death 
of Mr. Turner in a mine explosion near 
Pikeville. Mr. Turner, who was recently 
taken into custody upon his return from 








Germany, claimed that his father-in-law 
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Satisfied Policyholders 


More than 67% of all insurance written by 
this company since 1867 is still in force to- 
day. What better evidence could there be that 
policyholders appreciate the “golden rule” 


service of lowa’s Oldest Company? 


Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract with this company of satisfied 


policyholders. 


UITABLE LIFE 


INSURANCE COMPANY 


OF IOWA 


Home Office: Des Moines 

















What Do You Sell? 





Service, Company, or Policy 


All three are important, of course. 
our mind the policy is especially so. If 
you agree that the actual contract itself is 
deserving of careful attention and compari- 
son on the part of the agent, we invite you 
to consider seriously the United Life policy, 
“A Policy You Can Sell.” 


—which 


But to 


Any natural death....... Semimnee $ 5,000 
Any accidental death..... eoscece BROOD 
Certain accidental deaths......... 15,000 


Accident Benefits $50 per WEEK. 


Also 


Disability Income, Waiver of 
Premiums, etc. 








ALL IN ONE POLICY 








If there is an opportunity open in your 
town, our Vice-President, Mr. Eugene E. 
Reed, will tell you all about it. 
direct—and directly. 


Write him 
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UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
New Hampshire 


Concord 
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Inquire! 
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We ha in Ala., Ark., Dela.. D. C., Fia., Ga., Ia., Kans., Md., 
ve ee NT Me he C Okla 8 DoW. Ve ced Wan —. 


Our Agents Have 


A Wider Field— 





An Increased Opportunity 





Policies for 





Because we have 


Age Limits from 0 to 60. 

1 amounts (up to $5,000) for Children on variety 
Life and Endowment plans, thus enabling parents to buy all of the Family's 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 


plan. 

Participating and Non-Participating Policies. 
Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. ¢. less work for nothing. 


of 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 
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WHY TAKE A CHANCE? 


YOUR RENEWALS are equal to the interest 
income on an investment of the sum of all the first 
year premiums on the business you write. If you 


were making an investment of this amount you would 
be very careful about the security. You wouldn't 
want some one ahead of you with a prior claim. 


IF YOU LOSE YOUR RENEWALS IT 
MEANS THE SAME THING TO YOU AS 
LOSING THE PRINCIPAL WHICH WOULD 
PRODUCE YOUR RENEWAL INCOME. 


YOU CAN’T AFFORD IT! 


The Columbus Mutual Life Insurance Company 
offers a VESTED RENEWAL CONTRACT, DI- 
RECT with the Home Office. Also liberal commis- 
sions, automatic increases for volume, unrestricted 
territory, unlimited opportunity to develop personal 
or agency production, free from jealous interference 
or hampering restrictions. 


PERFECTED ENDOWMENTS are auto- 
matically, Ordinary Life if you die; optionally, Lim- 
ited Payment Life if you live; guaranteed endow- 
ments at age 65. 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad St. 
Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice-President and Seey. 
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q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 
q Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


q@ Check up our record. 
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had set off the explosion for the page 
of collecting the insurance on Mr. Tur- 
ner’s life. Two workmen were killed in 
the explosion and Mr. Turner claims 
that his father-in-law forced him to leave 
the country, thereafter alleging that one 
of the workmen was Mr. Turner him- 
self. Several indictments have been is- 
sued in Kentucky in connection with the 
case. . 





Honor E., B. Stevenson 


The southern division of the National 
Life & Accident honored Manager E. B. 





——= 


Stevenson of the ordinary departmen 
with a volume of almost $400,000 of ex. 
amined business written in a 15-day 
drive. 





Alamo Life’s Bulletin 


The “Alamo Life Message” issued by 
the Alamo Life of San Antonio, Texas, 
for its October number has devoted 
twelve pages of the magazine to items 
of interest to policyholders. 

The publication is a credit to the com. 
pany. There are in the current issue the 
photographs of its officers and directors, 
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ANNOUNCE NEW UTAH RULING 





Commissioner McQuarrie Lists Applica- 
tion Forms Which Will Not Be 
Approved in That State 





SALT LAKE CITY, UTAH, Nov. 5. 
—Commissioner McQuarrie has made 
a new ruling in regard to application 
forms, as follows: 

Application forms which contain an 
unqualified agreement providing that the 
acceptance of a policy contract issued 
on the application of the insured shall 
constitute a ratification by him of cor- 
rections, additions, or changes made and 
noted by the company in the application, 
which contain an unqualified agreement 
that if the company is unwilling to issue 
a policy on the plan and for the amount 
applied for, the application shall be for 
a policy on the plan and for the amount 
issued by the company or which shall 
contain any other unqualified agreement 
of a similar nature, will not be approved 
by this department in the future. 

A life company may incorporate in its 
application forms an agreement provid- 
ing that the acceptance of a policy con- 
tract issued on the application of the 
insured shall constitute a ratification by 
him of corrections, additions or charges 
made and noted by the company on the 
application only in the event that the 
agreement is qualified by a phrase, read- 
ing substantially as follows: “Except 
that no change shall be made as to 








amount, classification plan of insurance 
or benefits unless agreed to in writing 
by me.” 

Mr. McQuarrie is a life man himself 
and since he assumed office last spring 
has handed down a number of important 
rulings affecting life underwriting. 





Offers Christmas Turkeys 


The West Coast Life has designated 
the time between Nov. 1 and Dec. 20 as 
Policyholders’ Months and has an- 
nounced to the agency force that every 
member who produces $5,000 or over of 
new business on the lives of old policy- 
holders will receive a Christmas turkey; 
to the one producing $25,000 of new 
business and to the one producing the 
greatest number of applications the en- 
tire Christmas dinner for the family will 
be paid for by the company. 





Oregon Life Buys Building 


The Oregon Life has closed a deal 
for purchase of the Pacific States build- 
ing at Portland. Both the exterior and 
interior of the structure will be re- 
modeled by its new owners. Increased 
business necessitated the expansion, C. 
S. Samuel, general manager pointed out. 
The company will close this year with 
more than $40,000,000 insurance in force. 
The company has occtpied quarters on 
the third floor of the Corbett building. 
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IS WRITING HOSPITAL POLICY 


Commercial Casualty Is Finding Big 
Success With New Sickness 
Form 





The Commercial Casualty, through its 
industrial accident and health depart- 
ment is writing a hospital policy which 
pays hospital expenses for any causes 
except alcoholism, drug habit, insanity, 
mental or venereal diseases or child- 
birth. The policy covers from the first 
day while in the hospital for a limit of 
13 weeks. The policy goes into effect 
immediately for accident and for sick- 
ness 15 days from the date of payment 
of the premium. 

There are no restrictions as to the 
number of times the assured may enter 
or re-enter a hospital during the life 
of the policy. A weekly payment to 
each individual of $25 costs $8 for adults 
and $4 for children under 16 years of 
age. Other premiums are, for $30 
weekly indemnity, $10 for adults, $5 for 
children; $40 weekly indemnity, $14 
adults, $7 for children; $55 weekly in- 
demnity, $18 adults, $9 for children, and 
$70 weekly indemnity, $22 adults and 
$11 for children. The company is writ- 
ing a volume of premiums at a rate of 
better than $125,000 a year on this form 
and expects to do at least $300,000 in 
1926. 





Takes Indianapolis Debit 
The United States Mutual of Chicago 
has reinsured the weekly payment busi- 
ness of the Inter-Ocean Casualty in In- 
dianapolis. The United States Mutual’s 
premiums this year will reach between 
$500,000 and $600,000. It is growing very 





rapidly. 
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H. D. Broderic of Travelers Boston 
Office Tops Mark Set Recently 
by Los Angeles Agent 


BOSTON, MASS., Nov. 4.—Hubert 
D. Broderic of Boston office of the 
Travelers, as a contribution to the ten 
weeks’ testimonial campaign in honor 
of the tenth anniversary of the adminis- 
tration of President Louis F. Butler, 
broke the world’s record Thursday m 
the number of new appications for acci- 
dent and health insurance secured in @ 
single day by securing and bringing 
137 such applications. 

The best previous record when Mr. 
Broderic began to make his plans for 
this effort was 84 applications, a record 
that had stood for a number of years. 
But before he had completed his prep- 
arations a new record was set up by 
John H. Sigler of Los Angeles, who, on 
October 14 secured 117 such applica- 
tions, working between 6:30 a. m. and 
11:30 p. m., and an Indianapolis agent 
at about the same time had secured 85 
such applications in a single day. 


Made Careful Preparation 


Mr. Broderic’s accomplishment was 
made possible through a carefully de- 
vised system. From among his large 
number of clients he secured 15 or * 
who carry such insurance with him ~ 
who appreciate its benefits. From eac 
of these he secured ten dozen 
names of their friends to whom a car 
fully prepared series of letters, bearing 
upan the necessity of accident insurance; 
were sent. These letters also core 
the information that the agent was abou 
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-Partment to attempt to break the world record, | bonds. Hershell Ewing comes to the or- 
of ex. and their interest and curiosity was ganization as special agent and will de- 

a 15-day HJ roused along with the business propo- velep the agency business along casualty 
sition. It was then only a matter of _ 


securing the applications and all were : . 
advised that Oct. 29 was to be the big Southern Aid Increases Capital 


issued b day — a Aid aye 4 - Lot yen h 

y . = which writes industrial sic enefit cov- | ree ew ecor os 
O, Texas, _ ee > SS yom oat = ering sickness, death and accident in one 

devoted has bee : " ith th policy has obtained an amendment to its 
to items years continuously with the same Com- | charter authorizing increase in its capi- 

pany. For three years he was a field as- | tal stock from $30,000 to $100,000, It Oo ro ress 

the co sistant but seeing the possibilities of | was organized in 1893 and operates in 

: “4 building up a large personal business | Virginia and Washington, D. C. It is 
‘ssue the Mi tansferred to the Boston office agency | Planning to enter several additional 




















directors, : states which require companies of this 
— — =tbel os aS oe character to have $100,000 capital. The 
— A h i tel 30,000,000 
LD sie 20 one < oe coomneet ecleomen eadake ie Gaue and a Seen Wo A TWENTY-TWO MILLION DOLLAR 
of accident an ea insurance, al-| ness at the rate of $1,000,000 a year. . . 
though his record in the production of | The Southern Aid is a Negro company PRODUCTION of new life insurance 
fe j i ri d fines its busi t b f . : ° 
—<—<—— life insurance is also an enviable one. = — a = = during June 1925, in honor of President 
~~ nat anand mond. James T. Carter is president and Geor e Kuhns 
©B cLOSE. QUESTIONS COME UP|®: } Jordan secretary. 8 
| himself . : . A. C. Goodwin’s Change 
st spring [§ Border Line Cases Arise Where Policy . A NINETY MILLION DOLLAR PRO- 
mportant Is Issued Without “Accidental A. C, Goodwin, who has been field su- x % . 
" siento ee pervisor at the head office of the Provi- DUCTION of new life insurance during 
&. Means” Clause dent Life & Accident of Chattanooga, 
has become superintendent of the the first half of 1925. 
'S monthly and commercial departments of 


‘ Companies that are issuing policies|the United States Mutual of Chicago. 
ignated J without the words “accidental means” in| Mr. Goodwin has had an all around During June 1925, the total of life insurance 
, 


health and accident experience. 





ec. 20 as the insuring clause are being called upon 
has an- M to decide certain borderline cases. Occa- : ; in force passed the EIGHT HUNDRED 
at every sionally there are claims which would Accident Cases Decided 
" Over of not under any circumstances be covered At What Time Demand for Autopsy MILLION DOLLAR mark. 
1 policy- under the accidental means insuring | Should Be Made—A policy of accident 
turkey; clause. Usually in order to further pro- insurance gave insurer the “right and 
of new tect themselves these policies contain a pe ead = ye an ge | > 
ting t : neti _|° eath.” e that where the deat 
g the clause which reads as follows: “Any ac was ienawe 00 an eatent of tne? 6 Sem 


the en- cidental bodily injury caused or contrib-|.<onable time before burial and such 
nily will uted directly or indirectly by sickness or | agent had justifiable grounds for believ- 
disease or by ptomaines is excepted.” ing that the death was caused by other 
than accidental means, the demand for an 


Interesting Case 
- G Given autopsy, to be seasonable, must be made 
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An interesting case is reported by W. | before burial. Gath vs. Travelers, Sup. 
a deal B, Hill, superintendent of the health and | Ct.. Ohio. Decided Oct. 20. D E S M O I N E Ss, IO WA 
'S — sctident department of the United Fidel- ee. 
rior an ity & Guaranty. It is known as the God- Whether a Certain Injury Was the Re- George 
be re- > case. My Hill says: sult of External, Violent and Accidental Kuhns, President 
creased “One of our insureds, a resident of St. op ape ed ee — 
sion, C. Louis, carrying two of our $7,500 ac- the car was low, a0 that he had oe lean 
ted out. cident policies, went to Texas on a visit. | over to catch the crank and spin it. It 
pm While there he visited a small-town bar- | was alleged that in cranking the automo- 
a ber shop, got a hair cut and a shave and | bile, he was injured by the acute dilation 
ters on then complained to the barber of certain | of the heart and the muscles thereof 
Iding. ingrown hairs in his neck which an- which caused his death. Held, that a 
noyed him and he asked the barber to | Physical inJury caussd oy ee aterccom. HOME LIFE INSURANCE COMPANY 
relieve him. The barber.extracted sev- panied by anything fometuahenn unfere- F RIC 
D tral of these hairs, using a pair of|seen and unusual, was not a result “of OF AME A 
eee ny: ordinary aes one external, violent and accidental means” Incorporated 1899 
Sealing up the puncture with a piece o within the policy sued on. Carswell vs. 
. adhesive ‘“ tape, thereby nt the | Railway Mail Association, U. S. C. C. A., PROTECTS THE ENTIRE FAMILY 
APPS germs, which were introduced evidently | 5t® Circuit. Decided Oct. 22. 
cause of the fact that the tweezers ‘ ~ , ; / i 
Boston J were dirty,severy chance in the world to Executive Committee to Meet Home Life Agents have a whole family of poten- 
tly propagate. Some time later our insured } A meeting of the executive committee tial policyholders back of every door bell. Policies are 
led as the result of general septicemia | Of the Healt ccident Underwriters : : : 4 ; 
cased i os eal a gies Loomenes Conference has been called for Nov. 18 issued on both industrial and ordinary plans from birth 
; by : ° e e e 
a es and we paid without question, $15,- taken up at this meeting will be the to sixty years next birthday. 
ot the ‘ working out of plans for the agency bu- 
No “Accidental Means” 
‘he ten oon reau which the conference at its last 
phe nals claim would not have been paid | meeting voted to establish. “THERE IS NO PLACE LIKE THE HOME” 
ee a under any policy having insuring clause —_—_— “ ” 
_— teading ‘accidental means,’ as there M. D. Schrieber Resigns THERE IS NO COMPANY LIKE THE HOME 
day in hy a ee present, — Maxwell D. Schrieber, superintendent 
: <. t volun- : 
A ny tarily submitted to the operation which yng map oe a = Soe INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 
: was performed by the barber in the Be “_—_— : 
‘ing in al end customary manner, witheut becoming superintendent of agencies for 
Mr interference or the injection of any ac- h ae ary --4 a> Wen _ 
a for idental means. The result, however, Seats ‘Gaon ak Ge + Renta 
record was accidental and caused death. mouth, O. Later he was transferred to 
years. It is also a fact that a traumatic pnetu-/| Cincinnati and in 1918 became super- 
prep- — may follow an injury, but I be-| intendent of agencies. Before his con- 
up by po Ae eae Se that ee —— aS 4! nection with the Western & Southern 
n n act, be covered under an ‘ac- : : : . 
fice, ‘dental means’ insuring clause.” Be es eee SS Pe Sees The Mutual Life Insurance Company of New York has a 
. an . ful business. It has passed through panics, pestilence and wars 
— Establish New Department Life Agency Officers’ Banquet omer ae bea a — = —_ decades of endeavor, 
re a wlsa, OKLA., Nov. 4.—Pearce, Porter The committee on the banquet for record of : Y-TWO A , OF prosperous and success- 
Martin, general agents for the Aetna | the Association of Life Agency Officers offers financial strength, reputation, magnitude, leadership, 
lite and affiliated companies at Tulsa, | to be held at the Edgewater Beach Ho- and life insurance service 
have recently installed an exclusive life 1, Chi N 17. h ded ‘ 
» was and accident and health department. This tel, oe See ee i & 
y de- firm has established itself in fire and cas. | S0Me, very excellent talent. Dr. James | } Those considering life insurance as 
large walty lines, but the increasing demand for | W. Garner of the University of Illinois a profession are invited to apply to 
or 20 ife, accident and health insurance, to- | Will be a speaker. He will talk on in- 
n and ee the relative importance of pees —, 9 ae - . 
each S in giving complete insurance ompson, dean of the University o Th M tual Lif Ins C 
dozen thin oe has necessitated the addition of | Ijlinois, is "to speak on foreign econom- e u e urance ompany 
partment. The offices of the new] ics) Dr. Morris Fishbein of Chicago 
care- Tganization will be entirely separate of “Medical Follies.” will — “ of N. York 
aring eS fire and casualty offices. autor a Ww. a = i. io - aoat cw 
ance, on B. Gilliland, formerly in charge | 5P¢4Xer. allace © smsbary, Nassau Street New York 
_ of the bond department, has been > and lecturer on general literature at 34 s ¥ 
about = superintendent of agencies, but | Armour Institute of Chicago, will read 
Still devote a part of his time to | from his works. : —— — 
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SEEKING - - - - THE THREE HORSEMEN 


ONE TO MAKE PROPER “GAINS” AS AKRON MANAGER 
ONE FOR A “TOUCH DOWN” ASCOLUMBUS MANAGER 
ONE FOR A “GOAL” AS DAYTON MANAGER 





If you have the “insides” 
and can play the game 
Make iNQuUiLry...--.eeseeeeeeee j 


THE TOLEDO TRAVELERS LIFE INSURANCE COMPANY 
TOLEDO, OHIO 


Orson C. Norton, President 


ll lie el 


eee err 









































The MEDICAL LIFE 


Who considers every living person insurable upon 
some basis has just entered Illinois and South Dakota 
and has some very desirable territory open and is 
offering some very attractive Agency Contracts. 








Address inquiries to: 
F. H. Wight, State Agent, 
417 Citizens National Bank Bldg., 
Decatur, Illinois. 


and W. R. Leisure, State Agent, 
P. O. Box, 
Sioux Falls, South Dakota. 
” 
@ . 





ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’l Mgr. 




















COLDWATER 


and 


HILLSDALE 


HE Detroit Life Insurance Company seeks ade- 

quate, competent life insurance representation 
in Coldwater and in Hillsdale. This Company is 
among the leading producers of business in this 
state. It offers highly profitable contracts, all legal 
reserve policies and the best service obtainable in 
Michigan. 


Address M. E. O’Brien, President, or Homer Guck, 
Assistant, 2210 Park Avenue, Home Office building 














Detroit Life Insurance Company 
Detroit, Michigan 



























read, easy to digest, easy to remember, easy to put at work making dollara for me’’—thus writes a 
- Ouyer in Life Insurance,Y a text and review book with quiz supplement. g4.46 The 


National Underwriter Company, 1362 Insurance Exchange, Chicago. 


























NEWS ABOUT LIFE POLICIES 
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New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manuai- 

gest” and “‘Little Gem,” Published Annually in May and April respectively. 
PRICE, $3.50 and $2.00 respectively. 





















GUARDIAN LIFE DIVIDENDS FOR 1926 

















an increase in its dividend scale for 


the seventh time 


The new scale for 1926, measured by 


aggregate dividend 
sents an increase of 
over the 1925 scale. 


scale of 1918, the 1926 scale shows an 
average increase of 50 percent over pay- 
ments that would have been made on 


the 1918 basis. The 


Te’ Guardian Life has announced 


in aS many years. 
payments, repre- 


nearly 11 percent 
Compared with the 


Guardian Life has 





been putting up on its new business as | 
well as on existing policies the full level 


Cost 
Annual; Dividends ——~_ i> 
; Ist - “ i 5th 6th 7th 4 9th 10th Years 
3 
4.87 4.95 5.26 112.39 
4.90 4.98 5.32 114.96 
4.95 5. 5.37 117.77 
120.78 








ORDINARY LIFE 


premium American experience 3 per- 
cent reserves, the highest reserves per- 
mitted under the New York laws, and 
all of the new business has been paid 
for out of current earnings. The rate of 
interest allowed for 1926 on sums held 
by the company for the credit of policy- 
holders under dividend and policy set- 
tlement options will continue at five 
percent as at present. Following are 
the 1926 dividends for ordinary life, 20- 
pay life and 20-year endowment at all 
ages for the first 10 dividends: 

































$ $ $ 3 3 3 
4.73 4.79 5.02 5.10 5.19 5.35 5.45 
4.76 4.83 5.06 5.15 5.23 5. 5.41 5.50 
4.79 4.87 4. 5.03 5.11 5.20 5.28 5. 5.47 5.56 
4.83 4.91 4.99 5.07 5.16 5.24 5.34 5.43 5.53 5.62 
4.87 4.95 5.04 5.12 5.21 5.31 5.40 5.50 5.60 5.70 
4.91 4.99 5.07 5.17 5.26 5.35 5.46 5.55 5.66 5.76 
4.95 6.04 5.13 5.22 65.31 5.42 5.52 5.62 5.74 5.85 
5.00 5.08 5.18 5.27 5.38 5.48 5.58 5.70 5.81 5.93 
5.04 5.13 5.23 5.33 5.43 5.54 5.65 5.77 5.89 6.00 
5.09 5.18 5.28 5.39 5.50 5.61 5.72 5.84 5.96 6.09 
5.12 6.23 5.33 5.44 5.55 5.67 5.79 5.91 6.04 6.17 
5.18 5.29 5.40 5.51 5.63 5.75 5.87 6.00 6.13 6.26 
5.23 5.34 5.46 5.58 5.70 5.83 5.96 6.09 6.23 6.36 
5.29 5.41 5.53 5.65 5.78 5.90 6.04 6.17 6.32 6.47 
5.35 5.47 5.59 5.71 5.85 5.99 6.13 6.27 6.41 6.56 163.27 
5.41 5.54 5.66 5.80 5.93 6.08 6.22 6.37 6.52 6.68 168.29 
5.48 5.61 5.74 5.88 6.03 6.17 6.32 6.48 6.64 6.80 173.65 
5.55 5.68 5.83 5.97 6.11 6.27 6.42 6.59 6.75 6.92 179.31 
5.62 5.77 5.91 6.06 6.21 6.37 6.54 6.71 6.87 7.06 185.28 
5.70 5.85 6.00 6.15 6.32 6.48 6.65 6.82 7.01 7.19 191.63 
5.78 5.93 6.09 6.25 6.42 6.59 6.77 6.95 7.13 7.32 198.27 
5.87 6.03 6.19 6.36 6.54 6.71 6.89 7.09 7.28 7.47 205.27 
5.96 6.13 6.29 6.47 6.65 6.84 7.03 7.22 7.42 7.63 212.76 
6.06 6.23 6.41 6.59 6.78 6.97 7.17 7.38 7.58 7.80 220.53 JOH 
6.17 6.35 6.53 6.72 6.92 7.12 7.33 7.54 7.75 7.98 228.79 
6.26 6.45 6.64 6.84 7.05 7.25 7.47 7.70 7.92 8.15 237.67 
6.37 6.57 6.78 6.98 7.20 7.41 7.64 7.87 8.10 8.33 247.05 Char 
6.50 6.71 6.91 7.12 7.35 7.58 7.81 8.04 8.29 8.53 256.96 
6.63 6.84 7.07 7.29 7.52 7.76 8.00 8.24 8.49 8.74 267.42 of 
6.76 6.99 7.22 7.45 7.70 7.93 8.18 843 8.69 8.96 278.69 
6.91 7.14 7.38 7.63 7.87 8.13 8.38 865 8.91 9.18 290.62 
7.06 7.31 7.55 7.81 8.07 8.33 8.60 887 9.14 9.42 303.34 
7.23 7.48 7.75 8.01 8.27 8.55 8.82 9.10 9.38 9.67 316.94 
7.40 7.67 7.94 8.22 8.50 8.78 9.06 9.35 9.64 9.93 331.31 Th 
7.59 7.87 8.15 8.44 8.72 9.01 9.31 9.60 9.91 10.20 346.80 the 
7.80 8.09 8.37 8.67 8.96 9.27 9.57 9.87 10.19 10.49 363.22 
8.01 8.30 8.60 8.91 9.22 9.53 9.84 10.15 10.47 10.78 380.79 rank 
8.23 8.53 8.85 9.17 9.48 9.80 10.13 10.45 10.77 11.10 399.49 ents 
8.47 8.80 9.12 9.44 9.77 10.11 10.43 10.77 11.10 11.44 419.45 M 
8.73 9.06 9.40 9.73 10.08 10.42 10.76 11.10 11.44 11.78 440.80 ax 
9:00 9.36 9.70 10.05 10.40 10.76 11.11 11.45 11.80 12.15 463.52 Gouz 
9.30 9.65 10.02 10.38 10.74 11.10 11.46 11.82 12.18 12.53 487.82 p 
9.61 9.98 10.35 10.73 11.10 11.47 11.84 12.21 12.58 12.94 513.79 ’ 
83 9.95 10.34 10.72 11.11 11.49 11.88 12.25 12.63 13.01 13.38 541.54 Syrai 
i ekcementsgs 69.21 10.30 10.70 11.10 11.49 11.89 12.28 12.67 13.06 13.43 13.81 571.37 Detr 
Deskatekeenee . 72.83 10.69 11.11 11.52 11.92 12.33 12.73 13.13 13.52 13.91 14.29 603.15 troit 
Ind. 
20 PAYMENT LIFE ‘ Mich 
ve 
Cost Anto 
Annual - Dividends »_ 10 Rayn 
Age Prem. 1st 2nd 8rd 4th 65th 6th 7th 8th 9th 10th Years Ind. 
ee ee le ee. Th 
ee stnceveuke 25.90 5.34 5.51 5.69 5.88 6.07 6.28 6.49 6.70 6.93 7.16 196% 
Saeskneaekis 26.25 5.38 5.55 5.74 5.93 6.13 6.33 6.54 6.76 6.99 7.22 19908 Josep 
apowiadan een 26.62 5.40 5.59 6.78 5.97 6.17 6.38 6.59 6.82 7.05 7.29 203% cestes 
i chiekuannes 27.02 5.45 5.63 5.83 6.02 6.23 644 6.67 6.89 7.13 7.37 20838 ie | 
Seer eee 27.41 5.48 5.67 5.87 6.07 6.28 6.50 6.72 6.95 7.20 7.44 208% 
vnansecueden 27.82 5.53 5.72 5.92 6.13 634 6.56 6.78 7.02 7.27 7.52 2130 gan, 
Ti ewensereedue 28.25 5.57 5.77 5.97 6.18 6.40 6.63 6.86 7.09 7.35 7.61 S116 to an 
ashdenndc +. 28.69 6.62 5.82 6.02 624 6.46 6.69 6.92 7.17 7.43 7.69 2300) ton ( 
iGstaeueees - 29.15 5.66 5.87 6.08 6.29 6.51 6.75 6.99 7.25 7.51 7.78 2o80 ; 
Divetes ie Re 29.63 5.71 5.91 613 6.35 6.58 6.82 7.06 7.33 7.59 7.86 288) rom 
isnenes veseee 80.12 5.76 5.97 6.19 642-666 6.90 7.14 7.41 7.68 7.95 200 assist 
at gnniacaion 30.63 5.82 6.03 6.26 6.49 6.73 6.97 7.24 7.50 7.77 8.06 23h0 Peter 
; 5.87 6.10 6.32 6.56 6.80 7.06 7.32 7.59 7.86 8.16 2tbo : 
71 5.92 615 6.38 6.63 6.88 7.14 7.40 7.68 7.96 8.25 2i07 on, | 
5.99 6.22 646 6.71 6.96 7.22 7.50 7.78 8.07 8.37 Soe IV; } 
6.05 6.28 6.53 6.78 7.03 7.30 7.58 7.88 8.17 8.48 Song falo | 
6.12 6.36 6.60 6.86 7.13 7.40 7.68 7.97 8.28 8.59 2c D 
6.18 6.42 6.68 6.94 7.21 7.56 7.78 8.08 8.40 8.71 2800) etro 
6.26 6.51 6.76 7.03 7.31 7.61 7.89 8.20 8.52 8.84 Zio), at R 
6.32 6.58 6.85 7.12 7.41 7.69 8.00 8.31 8.63 8.96 Jon5 tende 
6.41 6.68 6.95 7.22 7.51 7.81 8.12 8.44 8.76 9.10 Soh fr 
6.49 6.75 7.03 7.32 7.61 7.92 8.23 8.55 8.90 9.24 Soo om 
6.58 6.85 7.14 7.42 7.72 8.04 8.36 8.69 9.03 9.38 cee ant st 
6.67 6.95 7.23 7.53 7.85 8.16 849 883 9.18 9.53 306 A 
6.77 7.05 7.35 7.65 7.97 8.29 8.62 8.96 9.32 9.69 Ht ss 
6.87 7.16 7.46 7.77 8.09 8.42 8.76 9.11 9.48 9.89 Sood Tuck 
6.96 7.27 7.58 7.90 8.22 8.56 8.89 9.27 9.63 10.00 oon Toled 
7.08 7.39 7.70 8.03 8.37 8.71 9.07 9.43 9.81 10.20 oiee, Det 
7.19 7.51 7.84 8.16 8.51 8.86 9.22 9:59 9.98 10.37 ores C To 
7.33 7.65 7.98 8.32 8.67 9.03 9.39 9.78 10.17 10.58 ote ‘awl 
7.46 7.78 8.12 8.48 8.83 9.20 9.57 9.96 10.35 10.08 aores (Sagi 
7.61 7.94 8.28 8.64 9.00 9.38 9.76 10.15 10.55 10.98 ooo . 
7.75 8.09 8.45 882 918° 9.57 9.96 10.35 10.76 11.17 foie yrac 
75 7.91 8.26 8.63 8.99 9.38 9.75 10.15 10.56 10.96 11.8) 2) )'59 W.F 
. 8.09 8.45 8.81 9.20, 9.58 9.97 10.37 10.78 11.20 1102 foge inten¢ 
. 8.26 8.63 9.01 9.49° 9.79 10.17 10.59 11.00 11.33 1.8) fags Paul 
Bl.....c...... 54.58 8.44 8.83 9.21 9.60 10.00 10.40 10.82 11.24 11.67 120° foggy cau 
licececcecce 06.41 8.66 9.04 9.44 9.83 10.24 10.65 11.07 11.50 11.93 120° Joey uth 
vacttass adn 58.36 8.88 9.27 9.67 10.08 10.49 10.91 11.34 11.77 12.20 12.09 fagee orte 
inckadesesets 60.45 9.12 9.53 9.93 10.35 10.76 11.18 11.61 12.05 12.50 13.3% 514.10 Oth 
iitecsseeeews 62.68 9.37 9.77 10.19 10.61 11.03 11.46 11.90 12.34 12.79 13.6 
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2nd + 4th 
$ 4 
22 

-56 

-90 

29 





° 6.70 7.11 7.53 7.97 

° 6.71 7.12 7.54 7.98 

° 6.73 7.14 7.56 8.00 

A 6.75 7.16 7.58 8.02 

, 6.76 7.17 7.59 8.03 

° 6.79 7.20 7.62 8.06 

47.75 6.81 7.22 7.64 8.08 
eee 47.84 6.83 7.24 7.67 8.10 
Bivgeccccses 47.94 6.85 7.26 7.69 8.12 
eo 48.04 6.88 7.29 7.72 8.15 
) eee 48.15 6.91 7.31 7.74 8.17 
) ee 48.26 6.94 7.34 7.77 8.20 
BTovccccccccce 48.39 6.97 7.37 7.80 8.23 
eer 48.52 6.99 7.40 7.82 8.26 
| ee 48.67 7.03 7.44 7.86 8.30 
| eee 48.83 7.06 7.47 7.89 8.33 
| eee - 49.00 7.10 7.51 7.94 8.37 
| ee 49.18 7.13 7.54 7.97 8.40 
BB..cceeeevees 49.38 7.18 7.58 8.01 8.45 
49.60 7.23 7.64 8.06 8.50 
| ee 49.85 7.27 7.68 8.11 8.54 
ee 50.11 7.32 7.73 8.16 8.60 
37 50.41 7.38 7.79 8.22 8.66 
7.44 7.85 8.28 8.72 

7.50 7.91 8.34 8.78 

7.57 7.98 8.41 8.85 

7.64 8.05 8.49 8.93 

7. 8.14 8.56 9.02 

7.81 8.22 8.65 9.11 

7. 8.31 8.74 9.20 

8. 8.42 8.85 9.30 

8. 8.53 8.97 9.41 

8. 8.65 9.09 9.54 

8. 8.77 9.22 9.67 

8. 8.91 9.36 9,81 

8. 9.07 9.51 9.97 

8. 9.24 9.68 10.13 

8. 9.42 9.86 10.32 

9. 9.62 10.06 10.52 

9. 9.83 10.28 10.74 

9.60 10.04 10.51 10.97 

9.85 10.30 10.76 11.23 

0. 0.57 11.03 11.50 

0. 0.87 11.33 11.81 

0 1.17 11.65 12.13 

1.52 12.00 12.48 
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Net 
Cost 
Dividends +. 
Sth 6th 7th 8th 9th 10th Years 
3 $ § 4 3 4 3 
11.34 11.78 12.22 12.67 13.12 13.67 34.90 
11.66 12.09 12.54 12.99 13.44 13.90 557.62 
12.01 12.44 12.90 13.36 13.81 14.27 581.81 
12.36 12.81 13.26 13.71 14.17 14.63 608.03 
12.75 13.21 13.67 14.13 14.58 15.04 636.18 
DOWMENT 
8.43 8.90 9.39 9.91 10.43 10.99 385.88 
8.44 8.91 9.40 9.92 10.44 11.00 386.28 
8.47 8.93 9.42 9.94 10.46 11.02 386.67 
8.49 8.95 9.44 9.96 10.48 11.04 387.37 
8.50 8.96 9.45 9.97 10.49 11.05 387.87 
8.53 8.99 9.48 10.00 10.52 11.08 388.43 
8.55 9.01 9.50 10.02 10.54 11.09 389.04 
8.57 9.03 9.52 10.04 10.56 11.11 389.73 
8.59 9.05 9.54 10.06 10.58 11.18 390.53 
8.62 9.09 9.57 10.09 10.61 11.16 391.22 
8.64 9.11 9.60 10.11 10.63 11.18 392.10 
8.67 9.14 9.63 10.14 10.66 11.22 392.89 
8.70 9.17 9.66 10.17 10.69 11.25 393.89 
8.72 9.19 9.68 10.19 10.72 11.27 394.96 
8.76 9.23 9.72 10.23 10.76 11.31 396.06 
8.79 9.26 9.75 10.26 10.79 11.34 397.36 
8.84 9.30 9.79 10.30 10.83 11.38 398.64 
8.87 9.34 9.82 10.34 10.86 11.41 400.12 
8.90 9.38 9.87 10.38 10.90 11.45 401.70 
8.95 9.43 9.92 10.43 10.96 11.50 403.38 
9.00 9.48 9.96 10.47 11.00 11.55 405.44 
9.05 9.53 10.02 10.53 11.05 11.60 407.51 
9.12 9.59 10.08 10.59 11.12 11.67 409.88 
9.17 9.65 10.14 10.65 11.17 11.72 412.51 
9.24 9.72 10.21 10.72 11.24 11.79 415.45 
9.31 9.79 10.27 10.79 11.31 11.85 418.67 
9.39 9.86 10.35 10.86 11.39 11.93 422.31 
9.48 9.95 10.44 10.95 11.48 12.02 426.34 
9.57 10.04 10.53 11.04 11.57 12.11 430.85 
9.66 10.13 10.62 11.13 11.65 12.19 435.97 
9.76 10.24 10.73 11.24 11.76 12.30 441.60 
9.88 10.36 10.85 11.36 11.87 12.41 “447.86 
10.00 10.49 10.97 11.48 12.00 12.53 454.83 
10.13 10.61 11.10 11.61 12.12 12.66 462.67 
10.28 10.75 11.25 11.75 12.27 12.80 471.34 
10.44 10.91 11.41 11.91 12.42 12.95 480.88 
10.60 11.09 11.58 12.08 12.59 13.12 491.49 
10.79 11.27 11.76 12.26 12.77 13.31 503.27 
10.99 11.48 11.96 12.46 12.98 13.51 516.25 
11.21 11.70 12.18 12.68 13.19 13.72 530.59 
11.45 11.92 12.42 12.91 13.42 13.94 546.42 
11.70 12.19 12.68 13.18 13.68 14.20 563.63 
11.98 12.47 12.95 13.45 13.96 14.47 583.00 
12.29 12.76 13.25 13.74 14.25 14.76 604.14 
12.60 13.09 13.58 14.07 14.57 15.08 627.25 
12.96 13.45 13.93 14.43 14.93 15.43 652.62 








WITH INDUSTRIAL MEN 














JOHN HANCOCK’S PROMOTIONS 


——_—— 


Changes Are Announced at a Number 
of Points—Several Assistants Have 
Been Transferred 


The following have been promoted by 
the John Hancock Mutual from the 
rank of agents to assistant superintend- 
ents in the districts of their service: 
Max H. Haber, Chicago I; Joseph V. 
Gouza, Pittsburgh III; Edward Davi- 
dow, Hempstead; John J. Salanger, 
Syracuse, N. Y.; Abraham Zwerling, 
Detroit I; William H. Thompson, De- 
troit I; Roy W. H. English, South Bend, 
Ind. (Elkhart Det.); Philip Salva, Flint, 
Mich.; Norbert C. Murphy, Cleveland I; 
Antonio J. DeMello, New Bedford, Ind.; 
paymond E. Danielson, South Bend, 
nd. 


Those promoted and transferred are: 
Joseph K. Leonard, from agent at Wor- 
cester, Mass., to an assistancy at Web- 
ster (Danielson Det.); James M. Fine- 
gan, from agent at Providence, R. L,, 
to an assistant superintendent at Taun- 
ton (Middleboro Det.); Jay H. Tyrrell, 
fom agent at South Norwalk to an 
assistant superintendent at Detroit IV; 
eter J. Murray, from agent at Brock- 
ton, Mass., to an assistancy at Detroit 
IV; Howard Venie, from agent at Buf- 
a0 tg an assistant superintendent at 
Detroit V; Edward C. Seils, from agent 
at Rochester to an assistant superin- 
tendent at Detroit V; Michael Sawicki, 
rom agent at Schenectady to an assist- 
ant superintendent at Detroit IV. 

q assistants transferred are: Walter S. 
oe ewicz, from Fort Wayne, Ind., to 
oledo, Ohio; Herbert B. Colburn, from 

etroit I to Detroit IV; Anthony J. 
(avey, from Flint proper to Flint 

ginaw Det.) ; Frederic J. Allen, from 
ypuse to Utica (Rome Det.); Carl 
a Aeccrickson, from assistant super- 
~ fre at South Bend, Ind., to St. 
South Sead’ eae g: ene. —_ 
» Ind., 

orte Det ) o Sout end ( 


Ry changes are: Gilbert V. Carl- 
ir Tom assistant cashier at Brooklyn 


to cashier at Jamaica; Roland C. 





Jeffers, training cashier at Minneapolis 
to cashier at Davenport, Iowa; James 
H. Gardiner, from assistant cashier at 
Detroit I to cashier at Detroit IV; 
Stephen M. Vizer, from assistant cash- 
ier at Cleveland I to cashier at Detroit 
V; John W. Harrington, from cashier 
at Flint to cashier at Detroit III; John 
W. Stonely, from cashier at Hyde Park 
to cashier at New Bedford, Mass; Ray- 
mond A. Bowman, from training cash- 
ier at Salem, Mass., to cashier at Hyde 
Park, Mass. 





NEEDS GENERAL KNOWLEDGE 





Industrial Agent Who Desires to Suc- 
ceed in Ordinary Field Must 
Watch Eight Factors 





There are at least eight factors which 
concern the industrial agent who desires 
to make a success of writing ordinary 
life. There are undoubtedly more than 
these eight, but W. B. Guisinger, super- 
intendent for the Western & Southern, 
Cincinnati north, feels that the agent 
must concern himself with at least the 
eight which many other superintendents 
have found most important. 

The first is an all-round knowledge of 
the business. “This,” declares Mr. Guis- 
inger, “can be secured by studying rate 
books, policies and insurance literature. 
Always keep abreast of the news. Take 
an interest in the company’s bulletins 
and aim to occupy a prominent place 
among the real producers. 


Make a Pian, Follow It 


“Second, plan each day's work and fol- 
low the plan religiously. See a definite 
number of people every day and add at 
least three new names to your prospect 
list every day. Keep this list neat and 
orderly. 

“Study your prospect and the approach 
you should make. Insurance may be sold 
by merely canvassing people and asking 
them if they would be interested in buy- 
ing, but much more can be written if the 
approach is made in a more subtle ‘and 
diplomatic manner. Some study of the 
prospect and a plan or proposition to 
attract and keep his attention, and ex- 
plained in a manner to create his desire 
—that is the most efficient way to get 
satisfactory results. 

“Then call on your prospects in a man- 
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Another Forward Step 


The Salary Savings Plan opens a new and broad field of life 
insurance distribution. This Company has adopted it, and thus 
maintains its front-rank place among the progressive companies 


whose leadership has been gained by vision and initiative. 


This Plan gives life insurance at its best to groups of salaried 
employees and wage-earners in return for monthly premium pay- 


ments. 


Always room in this organization for men and women who 


have the forw 


ard look, and who look with intelligence and in- 


Sovten aan integrity. Unexcelled service, together with three fine 


The Penn Mutual 


Life Insurance Company 


Philadelphia, Pa. 


Organized 1847 





y agency publications and first-class advertising literature, 
supply our representatives with an unsurpassed equipment. 











THE OLD LINE 


EDAR RAPIDS LIFE 


INSURANCE CO. 


A Good Western Compan y 





Up-To-Date Policies 
Good Opportunities in 


Liberal Contracts 


Towa, South Dakota, Minnesota, Nebraska 

















If If 
Close cooperation is necessary 
if If 
A friendly interest is needed 


Write or wire 


S. M. CROSS, President 


Cedar Rapids Iowa 
~_——— : = : 
If If 
Territory does make a difference You are a producer 


You believe in yourself 


You want a REAL job 


OLUMBIA LIFE 


INSURANCE COMPANY 




















Cincinnati, Ohio 
LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies 
from $1,000.00 to $50,000.00 
with o payable lily, semi-annually or quarterly 


d 
ENDUSTRIAL Policies. from $38.60 to $1,000.00 
premiums weekly 

CONDITION ON DECEMBER t 









































THE NATIONAL UNDERWRITER 











“a. 














HOME OFFICE 


F. & M. BANK BUILDING 





Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the great State of 
Texas, the Home Office is able 
to render a type of personal 
service to Agents that is un- 
beatable. Writing all modern 
policy forms, the Company of- 
fers choice territory to Agents 


of ability. 


“Conscientious Co-operation 
given Ambitious men, with or 
without previous experience.” 


Southern Union Life 


FORT WORTH, TEXAS 


J. L. Mistrot 
President 


Tom Poynor 











ner to convince them that the call is 
made for business. Don’t visit any more 
than necessary. Talk insurance. There 
are plenty of ideas that you can develop 
in selling your industrial policyholders 
on the idea that an ordinary policy is 
needed. 

“The next thing to do is to work hard 
and sell hard. Set aside two or three 
nights a week to write insurance. Work 
a full day every day except Sunday. Set 
a high quota and do your best to reach 
it. Pick an agent that is standing high 
in production and resolve to emulate 
him. Never specialize in one line. Get 
business in all departments. Be an all- 
round insurance man. 

“Get business fair and square; do not 
misrepresent contracts. Be aggressive 
but watch out that you do not get the 
reputation of being a bore. Conduct 
yourselves so your policyholders and 
prospects will always be glad to have 
you call. 


Events of Importance 


“Watch for births, graduations, pro- 
motions, changes in occupation, elections 
to office, changes in partnership, creation 
of new firms, weddings, deaths—every 
possible excuse that you can find to ap- 
proach someone while the need for in- 
surance seems greatest. Call on every- 
one except the person who died. You 
can’t do business with him, but the fam- 
ily will greet you warmly if you can 
take a check with you as the result of 
a call.you made on him when he was 
alive. 

“Last, but not least, determine to make 
this business your life work, and do it.” 


News of the Prudential 


Agent James E. Jones, Jr., of Kansas 
City No. 3 of the Prudential, continues 
to pile up a large writing of industrial 
business. 

Agent Harold L. Kreyling of St. Louis 
No. 2 is showing a good production of 
industrial business. 

Agent Roy G. Trowbridge of Waterloo, 
Ia., has completed 20 years of continuous 
service. 

Agent Horace L. Dunkeson of Kansas 
City No. 3, Earl S. Wyckoff of Kansas 
City, and Everett L. Ray of Tulsa, Okla., 
have been promoted to assistant super- 
intendent in their respective districts. 











exter 








Assistant Superintendent Charles A. 
Struble, located at Asbury Park, N. J., is 


transferred to Bloomfield, N. J., which 
is a detached office from Orange, N. J, 
district and Assistant Superintendent 
Alexander N. Steel, who was connected 
with the Elizabeth, N. J., district, js 
transferred to Asbury Park, N. J. Agent 
Andrew J. Guarriello of the Elizabeth, 
N. J., district is advanced to assistant 
superintendent and assumed charge of 
the assistancy left vacant by the transfer 
of Mr. Steel from that district. 

Agent George E. Henry of Hoboken, 
N. J., who led Division “M” in industria} 
increase, accepted a transfer to Miami, 
Fla. 

Richard F. Cischek, agent of the Pru. 
dential and attached to the second Mil- 
waukee district, is rounding out his 
thirtieth year as a Prudential represent- 
ative. 

Edward J. Morrissey is advanced to an 
assistant superintendency and assigned 
to the Gallitzen office, Altoona No, 2 dis- 
trict. He operated as agent in Barnes- 
boroof the same district, havign been 
in that section for nine years. 

Agent Arthur McMillen of the Fair- 
mont, W. Va., district is appointed as- 
sistant superintendent and transferred 
to the Jacksonville, Fla., district. 

Superintendent Joseph S. Christy, now 
of the Nashville, Tenn., district, is in 
charge of the Baltimore No. 2 district. 


Metropolitan’s Columbus Superintendent 


Samuel E. Pool has been appointed su- 
perintendent in charge of a newly 
created office of the Metropolitan Life at 
Columbus, O. 


Public Savings Changes 


Recent changes in the field by the 
Public Savings are: 

Superintendent C. A. Rudolph is trans- 
ferred from Wabash to Marion, Ind., to 
take charge of a newly created super- 
intendency. Agent J. Devine is promoted 
to superintendent at Wabash, Ind. 

Agent J. B. Tymoshyk, Detroit 2, is 
promoted to superintendent to _ take 
charge of a newly created superintend- 
ency. 

Agent B. Hustek, Detroit 3, is pro- 
moted to superintendent to take charge 
of newly created superintendency. 

Agent J. Creel, Royal Oak, Mich., is 
promoted to superintendent to take 








charge of newly created superintendency. 

















MINNESOTA 
NEBRASKA 


Unusually attractive General 


Agency 


contracts, direct with the Heme Offfice, are 
now available in Minnesota and Nebraska. 
Non-participating life, group, salary de- 
duction and accident and health insurance. 
Tbe Company showed a gain of over 50% 
in insurance in force last year, its twelfth 


year. 


There is a reason. 
Write 


GEM CITY LIFE INSURANCE COMPANY 


I. A. Morrissetr, Vics Pres. 


DAYTON, 


OuHIO 
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AGENCY MEETING IS STAGED 


Novel Stunt Is Featured at Meeting of 
Western Massachusetts Associa- 
tion at Svringfield 


SRINGFIELD, MASS... Nov. 4.— 
Representatives of the Springfield office 
of the Aetna Life, in whose charge the 
program of the day was given, went 
through a regular “Monday morning 
general agency” meeting as a stunt for 
the entertainment of the Life Under- 
writers Association of Western Massa- 
chusetts at the monthly meeting of the 
association. 

General Agent E. Clay Brock, to 
whom President Maynard Keiser of the 
association tuned over the meeting, 
presided and conducted the drill. There 
was a roll call by Agency Secretary 
Miss Mary Thomas, a brief review of 
current events by T. J. Flanagan, an il- 
lustrated lecture by R. W. Russ in which 
he showed how an intelligent diagram 
will facilitate the selling of life insur- 
ance, a report on groun and wholesale 
insurance by Stanford A. Carroll, an 
illustrated lecture by T. J. Grady, who 
used the chart to show how he combats 
arguments that a savings account is a 
better investment than life insurance, 
and a discussion by Thomas Keith on 
“Accident and Health Insurance as a 
Bird Dog for Life Insurance” in which 
Mr. Keith explained the efficacy of ac- 
cident insurance as an introduction to 
life insurance. 

xs © 
Peoria, Ill—H. P. Gravengaard, direc- 
tor of sales training for the Aetna Life, 
was speaker at the Peoria association 
meeting last week, addressing 125 mem- 
bers on “The Future Life Insurance 
Salesman.” H. E. Wright of the auditing 





department and K. A. Luther, vice-presi- 

















dent of the Aetna, were among the 
guests. Dan S. Anderson, delegate to the 
national convention in Kansas City, gave 
a report of that meeting. William B 
Burruss, sales analyst, is scheduled for 
the November meeting. 

* * * 

Lincoln, Neb.—Gurdon W. Noble, ge®- 
eral agent at Omaha of the New England 
Mutual, is to be the speaker at the No- 
vember 7 meeting of the Lincoln associa- 
tion. He will talk on the methods and 
principles which he has practiced in 
building up a private clientele and later 
an agency. Mr. Noble is one of the big 
men in the Nebraska life field, and in 
order to give opportunity for an ex 
tended address and a good attendance, 
the meeting is to be held in the evening. 

*x* * * 

Oklahoma—The new executive com- 
mittee of the Oklahoma association is 
announced by Fred S. Goldstandt, pres! 
dent, as follows: C. C. Day, chairman, 
George E. Lackey, Marmaduke Corby2, 
J. A. Wood, J. B. Wachtel and L. C. Mers- 
felder. Chairmen of other committees 
are: Program, George E. Lackey; edu- 
cational, Russell Law; attendance, W. 
Warren; membership, Robert H. Cartes 

* * * ‘ 

New York—William BroSmith, = 
president and general counsel of a 
Travelers, and Clayton M. Hunsicker Me 
the Fidelity Mutual Life, Philadelphia, 
will be the speakers at the next moot 
of the New York association, Nov. ‘ 
Mr. BroSmith will give an inspirations 
address and Mr. Hunsicker will talk - 
“Life Insurance for the Protection — 
Perpetuation of Business.” Mr. —_" 
sicker has specialized in the writes 
business insurance for the past 15 ye 

x * * liga 

Jackson, Mich —An invitation to ne 
with the Jackson association has wold 
issued to all non-member agents of the 
line companies who mean to play © 
game fair,” by J. B. Field, sccretat 
the association, in behalf of the —— 
zation. Mr. Field recounts the bershiP 
tages to be obtained from mem epee 
and the valuable work which has 
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done by the association and its state and 

national affiliations in the past. Rev. 

Frederick Spence of the First Methodist 

church here was the principal speaker 

at the association luncheon this week. 
*x* * * 

Cleveland, 0.—“Why and How I Sell 
Program Insurance” is the subject on 
which Harry C. McNamer of Chicago will 
speak at the November meeting of the 
Cleveland association Friday. Mr. Mc- 
Namer is a large personal producer with 
the Chicago office of the Equitable Life 
of New York and has made a specialty 
of program insurance, 

A conference was recently held be- 
tween officials of the Cleveland associa- 
tion and the national and local heads of 
the Y. M. C. A. schools of commerce 
looking toward the establishment of a 
training course for life underwriters of 
Cleveland and vicinity. 

x *x * 

Decatur, Ill—Sixty insurance men of 
this city attended the first of a series of 
sales talks given by Leo E, Thomas of 
Detroit on insurance topics. Mr, Thomas 
has been scheduled for a _ series of 
monthly talks and members of the local 
association are enthusiastic about the 
program. 


FIRST MESSAGE FROM 
PRESIDENT F. L. JONES 


(CONTINUED FROM PAGE 1) 

many of the problems of our people. 
During the administration of the affairs 
of the National association, which is 
just now beginning, there will be em- 
phasized the two broad lines of activity 
above referred to, namely, professional 
training of life underwriters, so that 
ultimately the public may recognize us 
as professional men and women, and 
additional emphasis upon the important 
contacts we can make with the other 
social institutions of our various com- 
munities, 

“Many local associations of life un- 
derwriters have yet to form such group 
working-agreements between  them- 
selves and other groups, as are so ef- 
fectively developed in Detroit, Seattle, 
Pittsburgh and others. The standing 
committees of the National association 
will propose an enlargement of these 
activities and will suggest definite meth- 
ods and provide workable programs. 


Great Boon to Profession 


“What would be our status today as 
underwriters if it had not been for the 
36 years of National and local associa- 
tion activities? Ethical standards, edu- 
cational methods, public approval and 
social group contacts are all a quarter- 
century ahead by virtue of these activi- 
ties. We have traveled from discord to 
accord; from a mere selling game to a 
profession. 

As a developer of men and of sound 
Practices and of social contacts, the 
National and local associations deserve 
the support of all well-meaning agents 
and Managers, and the encouragement 
fd legal reserve life insurance com- 


__—_—_____ 


PROBLEM OF DISTRICT 
AGENCIES DISCUSSED 


a (CONTINUED FROM PAGE 2) 
him “the Ponsible. This contract gives 
1 at interest by basing a part of 
a “pmpensation upon the premiums 
a ry the second policy year. Con- 
pal Percent the first and 2% the 
nian pear does the same thing to a 
a litte lesser degree, but it leaves 
4. : for the general agent that it is 
ag the absence of special circum- 
one w | to see how it can be recom- 

“District agents almost ji i 
‘ : t invariabl 
pe puconal business and thereby —_ 
pm ‘ir earnings. It is also fre- 
: ~~ a arranged that they retain for 
which — any renewal commissions 
i ele Sub-agents may fail to earn. 
in av ave a rule that the sub- 
ts ust produce $100,000 in a year 
‘come entitled to nine renewal com- 


mi 

— The number of renewals may 

newals graded down so that no re- 
at all are paid unless the sub- 


Produces $25,000 or more. In rural 








districts it frequently happens that the 
district agent obtains a considerable 
volume of business with limited renew- 
als or no renewals at all. 

“The following table involves the dis- 
trict agents’ contract which is the most 
favorable from the point of view of the 
general agent. And yet it is evident 
that the general agent’s return is mea- 
gre—under termination rates A, $12,516 
and under termination rates B, $7,581 
for the entire 15 year period. At the 
end of the period there will still remain 
the general agent’s renewal equity in 
the business then on the books. Assum- 
ing, as before, an equity of the balance 
cent, it will amount to a figure ranging 
from $5,985 to $4,223, depending upon 
the termination rates. This is based on 
general agency contract II and district 
agency constract 2% percent the first 
year and 2% the second: 

District Agent’s Returns 


= > 
we 
<5 a2 2: gon 
~~ om oa en 
So = Ee go 
he om KE ao os | 
3 cw og os La 8 
o oo Po ze os } 
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Termination Rates A 
iinet —$312 $ 225 ..... $1,200 $1,425 
Reéane —196 620 $ 67 1,634 2,221 
Rekece —124 697 164 2,094 2,955 
Grccee +8 856 289 2,278 3,423 
Rnb ane 154 998 441 2,452 3,891 
Sagaee 428 1,065 617 2,617 4,299 
Depeeds 645 1,065 837 2,776 4,678 
Boeecee 852 1,065 1,072 2,927 56,064 
Be eans 1,048 1,065 1,323 3,073 5,461 
1,237 1,065 1,590 3,212 5,867 
er 1,419 1,065 1,784 3,259 6,108 
Rs seers 1,594 1,065 1,924 3,282 6,271 
ee 1,762 1,065 2,018 3,282 6.365 
BGceeee 1,922 1,065 2,064 3,282 6,411 
| er 2,079 1,065 2,064 3,282 6,411 
Totals 
5 yrs —470 3,296 961 9,658 13,915 
10 yrs. +3,740 8,621 6,400 24,263 39,284 
15 yrs 12,516 13,946 16,254 40,650 70,850 
Termination Rates B 
Restos —$312 $225 ..... 1,200 $1,425 
Bosnes —223 499 60 1,619 2,178 
Bocese —181 668 143 2,054 2,865 
Geeses — st 18 245 2,203 3,266 
Bocsee 16 953 367 2,338 3,658 
er 239 1,013 507 2,460 3,980 
Reseee 401 1,013 669 2,572 4,254 
De eee 550 1,013 835 2,676 4,524 
Sindee 686 1,013 1,006 2,773 4,792 
BPs cess 813 1,013 1,183 2,863 5,059 
ee 930 1,013 1,313 2,893 5,219 
WBecece 1,039 1,013 1,405 2,907 5,325 
BBoeses 1,142 1,013 1,465 2,907 5,385 
BEecseoee 1,237 1,013 1,493 2,907 5,413 
BS een 1,328 1,013 1,493 2,907 5,413 
Totals 
5 yrs 3,163 815 9,414 13,392 
10 yrs. +1,905 8,228 ,015 22,758 36,001 
15 yrs. 7,581 13,293 12,184 37,279 62,756 


Problem of Renewals 


“The district agent’s returns from 
the unearned renewals under the given 
program are quite substantial, rising to 
$2,064 a year with termination rates 
A and $1,493 with rates B. If the dis- 
trict agent retains these unearned re- 
newals he is under the constant tempta- 
tion to limit his development to smaller 
men who will not write a sufficient vol- 
ume to qualify for the maximum number 
of renewals. If the general agent re- 
tains them there is likely to be continual 
pressure from the district agent looking 
toward a reduction in the amount that a 
sub-agent must produce to qualify for a 
given number of renewals. Where the 
district agent does not receive the un- 
earned renewals, his organization profits 
are limited to the overriding commis- 
sions. In that event he is sure to be in 
favor of anything that will build up his 
production without costing him any- 
thing. 

“The overriding profit to the distriet 
agent rises in the sixth year to a con- 
stant return of $1,065 under termina- 
tion rates A and to $1,013 under rates B. 
His stake in the conservation of the 
business is, therefore, none too large. 
His total for the 15-year period is 
$13,946 or $13,293 according as termina- 
tion rates A or B prevail. Under rates 
A the district and genera! agents’ re- 
turns for the 15-year period do not differ 
greatly. Under rates B the same cannot 
be said. The general agent suffers se- 
verely from the heavy termination rates, 
another illustration of the truth of the 
statement that a general agent’s salva- 
tion is peculiarly linked up with the 
conservation of his business. 

“The following table is slightly more 











PUBLIC LIFE 
INSURANCE 
COMPANY 


Chicago, Illinois 


Assets over $725,000.00 
Unassigned funds over $350,000.00 


Top Ist year and Renewal Commissions 
for Brokers’ Business 


Any amount up to $100,000.00 


No Color Line. Same Rated for All 
ale and Female 
Standard and Substandard Business Accepted 
Service you can depend upon 


$2,000.00 Non-medical to age 50 





Home Office—1400 W. Washington Blvd. 
Agency Office—108 S. La Salle St. 


ALFRED CLOVER, President 











Kaufmann’s 
Systeman 


Security Holder 


is the best leather container on 
the market designed to provide 
a place for Insurance policies, 
bonds and other valuable papers. 


Your client will appreciate that 
such a holder typifies quality 
service. The goodwill that it 
creates will be far in excess of its 
cost to you. It helps deliver 
extra policies. 


The Price is $2.25 
There is a large size at $3.15. 





Liberal quantity discounts. 


For Sale by 


E. L. KAUFMANN 
Room 700, Austin Bldg. 


111 W. Jackson Blvd. Chicago, III. 
Telephone Wabash 3933 
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CHICAGO NATIONAL LIFE 
Ranks Third 
There’s a Reason 


The following figures taken from the official report of the Insur- 
ance Department of Illinois show the amount of new business written 
in 1924, by the Legal Reserve Life Insurance Companies of Illinois in 
their home state. This does not include insurance in force or business 
written in other states. 

~ I Present Business Written 
Illinois Companies Bu Age in Illinois, 1924 
Illinois Life ..sscevecceceeceeceecceesescsers 1893 


Peoria Life 
CHICAGO 


le 
Old Colony Life........ 
North American Life. 
Liberty Life ..... 
Peoples Life 
nternational L. & T. 

L. & C... 





PURO EMO ococcccccesccccecccesensccceosece 
Springfield Life ....ccscsesceseccessceesercs 
Our Company is growing fast. 
Our policy contracts are simple and liberal. 
Our premium rates are as low as the lowest. 
We pay liberal commissions to our agents. 
Territory open in Illinois, Indiana, Iowa, Kentucky and Missouri 
For further information address 


A. E. JOHNSON 
Agency Manager 
202 South State Street Chicago, Illinois 


— 
muanReonnune 














THE ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, lowa 


Strong and Progressive 





Paid to Policyholders— 
Over—$ | 9,000,000.00 


Insurance in Force— 


~Over—$138,000,000.00 





; A. C. Tucker, President 
: D.C. Costello, Secretary Wn. Koch, Vice Pres. 











favorable to the district agent and con- 
sequently less favorable to the general 
agent. So far as overriding profits are 
concerned, the district agent under the 
contract here assumed has no interest 
after premiums for the first policy year 
have been paid. Although the difference 
in his return under rates A and B may 
not be great, it is our belief that the 
contract which gives the district agent 
an interest in the second year’s pre- 
miums is a sound one. It tends to 
discourage business which is obviously 
of poor quality. This table is based on 
general agency contract II and district 
agency contract 5 percent the first year 
and nothing the second: 


District Agent’s Returns 


General Agts 
Net Return 
Overriding 
Commission 
Unearned 
Renewals 
Personal 
Business 


e 
3 
> 


Termination 
—$537 $ 450 
—314 638 
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$1,200 
0 1,619 


5 9,638 
5,611 15,263 12,184 37,279 


Depends Upon Circumstances 


DOS 


“Only in the light of the actual cir- 
cumstances surrounding any given case 
can a definite decision be arrived at. 
Any additional margin as an expense 
allowance from the home office or an 
additional overriding commission, will 
have a distinct bearing upon what the 
general agent can afford to do. Like- 
wise, the disposition of the unearned 
renewals of sub-agents is a factor to be 
taken into account. Any arrangement 
whereby the discounted value of the 
general agent’s net return for the 15- 
year period would be less than $2 per 
$1,000 would probably be unacceptable. 


Supervisors Related Problem 


“Related to the subject of district 
agents is that of supervisors who may 
be employed at the main office to stim- 
ulate the production of the agency force 
and in general to build up and maintain 
the agency organization. Sometimes 
the compensation is a flat salary; some- 
times an overriding commission on the 
business of sub-agents for whom the 
supervisor is responsible; sometimes 
part salary and part commission. If the 
supervisor should be responsible for the 
production of $500,000 during a given 
year, the present value of the general 
agent’s net return on the business dur- 
ing its first 15 years would be $1,740, 
assuming that the sub-agent receives 
nine renewal commissions of 5 percent. 
If the home office should base its ex- 
pense allowance /on production there 
would be an additional margin. If the 
allowance were $3 per $1,000 or $1,500 
for the $500,000 produced, the margin 
would be increased to $3,240. Out of 
this margin the general agent would 
have to pay the supervisor and any 
attendant expense. 

“The value of a supervisor cannot 
always be estimated from the results of 





a single year. The most important par 
of his work is the securing of new 
agents. If he obtains a man who later 
produces a substantial volume of bus. 
ness year after year, the general agent 
enjoys a continuing profit that cannot 
be measured in terms of the supervisor's 
work during any given’ year. It js 
obviously difficult to estimate in advance 
the value of this part of the super. 
visor’s services, since the future produc. 
tion of new men is an unknown quantity, 

“In training new men it is sometimes 
arranged that the supervisor shall share 
in the commission on the business pro- 
duced by the joint canvass of the super- 
visor and the new man. There is much 
to be said for the justice of this arrange- 
ment. Any man entering a new profes- 
sion may reasonably be expected to 
contribute something toward the cost 
of his education in the new line of 
endeavor. If the system is presented to 
the new man in the proper light, he will 
see the justice of it. Naturally he will 
strive to attain a proficiency that will 
make it unnecessary to request the 
supervisor to accompany him on his 
canvass. The plan of furnishing a 
supervisor without any contribution on 
the part of the new man may easily lead 
to abuse. On a 50-50 subdivision of first 
and renewal commissions, it may mean 
to the supervisor the equivalent of from 
$8 to $10 per $1,000 of new business thus 
produced. 


Is Desirable Plan 


“The employment of supervisors to 
increase and organize the business of an 
agency is highly desirable if done intel- 
ligently. General agents quite frequently 
get the idea that the way to build an 
agency is to offer new men liberal ad- 
vance accounts. Almost invariably this 
course will involve losses. Making ad- 
vances without adequate provision for 
training the new man is unsound from 
every angle. He simply goes into debt 
at a time when his income is at a mini- 
mum, He is likely to become discour- 
aged and to quit before he has attained 
anything worth while. 

“It is clear, of course, that the general 
agent should consider the employment 
of a supervisor only if the step will 
increase the production of the agency. 
Instances have been known where the 
supervisor was employed in order that 
the general agent might take things easy 
and become in a sense, an absentee 
landlord looking to his agency for 
profits, with but little work on his part. 
Supervisors should not he employed 
until the organizing work has become 
so extensive that the general agent cat- 
not do it alone. 


Additional Margin Needed 


“The analysis presented has indicated 
the difficulty of establishing profitable 
district agencies without some additional 
margin beyond the basic overriding 
commissions underlying the _ tables. 
Without such additional margin in the 
nature of an increased overriding com- 
mission or an expense allowance from 
the home office, district agency develop- 
ment is not likely to proceed vigorously 
and perhaps will not be undertaken . 
all. It is obviously in the interest 0 
economy to have the premium cole, 
tions and the other work of a genera 
agency centralized in a relatively large 
office where the work can be standaré 
ized and well supervised. Small gem 
eral agencies throw too great 4 burden 
of expense upon all concerned. Then 
again, cdequate agency development pro 
vides an organization from which pro 
motions to general agencies may 
made. How many have been the errors 
committed by companies in appa 
to general agency positions, men W ~ 
sole qualifications were a pees = 
sonality and a record of substantia Pe 
sonal production. The day of the sm) 
one-man general agency 1s leygey 
w'll be forced into the discard by ¢ ‘ 
nomic pressure. Organization 1S = 
is needed, a reasonably large terri the 
covered by soliciting agents, w't . 
business handled through 4 a 
office large enough to be run ee 
ically.” 


































er 6, 1925 








rtant part 
- of new 
who later 
of busi- 
ral agent 
at cannot 
pervisor’s 
r. It is 
1 advance 
1€ super. 
€ produc- 
quantity, 
ometimes 
nall share 
ness pro- 
he super- 
* is much 
| arrange- 
Ww profes- 
ected to 
the cost 
r line of 
sented to 
it, he will 
y he will 
that will 
uest the 
1 on his 
ishing a 
yution on 
asily lead 
mn of first 
lay mean 
t of from 
ness thus 


visors to 
ess of an 
yne intel 
requently 
build an 
beral ad- 
ably this 
king ad- 
ision for 
ind from 
into debt 
t a mini- 
discour- 
attained 


> general 
ployment 
step will 

agency. 
here the 
‘der that 
ngs easy 
absentee 
ney for 
his part. 
mployed 
become 
rent caf- 


indicated 
rofitable 
dditional 
verriding 

tables. 
n in the 
ng com- 
ce from 
develop- 
zorously 
taken at 
erest of 
— collec- 
general 
ly large 
randard- 


pointing 
1 whose 















November 6, 1925 


LIFE INSURANCE EDITION 

























































































Preparing for the First Few Seconds 


D 


have. 


it aside because 

Of course you 
And on many other occasions 
you have been so gripped by an article 
or book right from the start that you 
read it clear through as fast as you 
could, 

Successful authors use extreme care 
in their opening sentences. 


minutes throw 
you found it tedious? 


They real- 


of Interviews Is as Vitally Important 
as Figuring Out Proposals to Present 


BY JOSEPH J. DEVNEY 


ID you ever pick up a book or | the start, then hold that interest until 
magazine and after reading a few | the interview is finished. ’ 

Most of them minimize the importance 
of their opening remarks to a prospect. 
They meet so many people every day, 
business-wise and otherwise, that when 
they approach a prospect to sell him 
life insurance he is looked upon as just 
another. They fail to sense the tre- 
mendous influence of their opening re- 
marks on their chance of making a sale. 


ize that to get people to read their stuff, | Preparation of Approach 
they must grip them from the start. Is Time Well Spent 


Those who are not sufficiently skilled in 
the art of writing to realize that fact 
seldom get their stories past the edi- 


tors, at least of first-class publications. | story which may bring him $20. 


Secure Prospect’s Interest 
From the Beginning 


Life underwriters, without any excep- 
tions whatsoever, 


should follow this 


‘lead. They should aim and endeavor | going to start the proceedings. 


to interest their prospects right from 





And a sale is a sale. An author may 
spend a half an hour or an hour work- 
ing out the best possible opening for a 


how many, many times does an under- 
writer approach a prospect whom he is | a greater interest for the time being in 
trying to sell a contract which will net 
him $100 or $200 or much more with- 
out even a thought as to how he is | 





He may spend hours figuring out a 


proposal to present, but will neglect en- 
tirely to plan the first 30 seconds of the 
interview. That’s a short time, but it’s 
mighty important. What transpires in 
that space often decides the issue. 


Must Cut Into Stream 
of Prospect’s Consciousness 


You know that from the time Mr. 
Prospect awakes in the morning, yawns 
and stretches, until he goes to sleep at 
night, a continuous stream of conscious- 
ness flows through his mind. When you 
arrive to interview him, your problem 
is to cut in and monopolize that stream 
in a favorable manner long enough to 
get your message across. The more 
willing and undivided attention you get, 
the better chance you have to present 
your case in a manner which will be 
effective. 

When you arrive, unless you have an 
appointment, you find the prospect en- 
| gaged in something which he wants to 
do or must do. To get his favorable 
| attention, you must inject yourself and 
| your subject into his field of conscious- 
ness in such a manner that he will feel 





what you are saying than in what he 
has been doing. 

This interest must be real or it will 
be ineffective. If he merely listens out 


| of courtesy, mentally wishing all the 





time that you would get along and let 
him resume his work, you will not have 
his favorable attention. And unless you 
can hold him long enough to get to the 
point where your talk does interest him, 
you will fail in your efforts to sell him. 
To grip a man’s attention quickly and 
hold it until you have poured your story 
into his ear is an art, and a fine art at 
that. And one which is so important 
that it merits careful study. 

No one can go around saying super- 
ficial trivialities and expect to secure 
and hold people’s attention. He will 
get a certain percentage to listen, of 
course. There are some people who 
will listen to anybody anytime. But 
ordinarily they are not the kind who 
make profitable prospects for life in- 
surance. The chances are their wives 
are out washing and are already eco- 
nomically independent. 

Failure to make a careful study of ap- 
proach and its reaction results in much 
lost motion. Many a cal! is wasted, 
many an interview spoiled and many an 
application lost by neglecting to make 
proper preparation for the first 30 sec- 
onds. 


Standardized Openers 
Are Valuable Aids 


While attempting to bring out the 
importance of the approach, I am not 

















Southland Life 


Insurance Co. 
DALLAS, TEXAS 
HARRY L. SEAY, President 


Insurance in force 


$94,000,000 
Admitted Assets 


$10,200,000 


Advantageous agency contracts open to men 
of ability and integrity in 


TEXAS 
INDIANA 
TENNESSEE 
MINNESOTA 


Our standards are high, our requirements 
strict, but we can offer remunerative and 
pleasant agency connections to the right men. 


CLARENCE E. LINZ 
Vice-Pres. and Treas. 


Agency Manager 













to advantage. 
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Life Companies! 


6% Real Estate Mortgages 
are a profitable investment 


( 
( 
i HE Irving National Mortgage Company, an 
experienced and conservative house, offers to 
insurance companies for investment an unusually 
attractive group of 6% First Mortgages which meet 
in every particular the requirements of insurance 
e companies 


All of these mortgages are secured by First Mort- 
gages on Improved Real Estate located on Chi- 
cago’s Great Northwest side, a stable and flourish- 
ing section of the city. They are offered only after 
a most thorough investigation of the property and 
borrower and after receiving the approval of a loan 
committee composed of Real Estate men, Contrac- 
tors and Bankers of wide experience. 


This proposition is sound and awaits your investi- 
gation. We are confident that we can serve you 


Irving National Mortgage Co. 


Under National Bank Management 
4201 Irving Park Blvd. 


CHICAGO, ILLINOIS 


i lie 
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ACTUARIES 


ONALD F. CAMPBELL 








Telephone State 7298 
CHICAGO, ILL. 








so lop-sided as to advocate that sales- 
men spend overmuch time planning what 
to say to each individual prospect when 
he enters his presence. An author must 
devise a new opening for every story, 
but the salesman can stock up with 
several exceptionally good approaches 
and, with reasonable judiciousness, be 


Register Company had its salesmen 
submit the various approaches which 


rather unusual and gets to the subject 
in such a way that the prospect can 
neither take exception to it or turn it 
down politely. Here is one which meas- 
ures up to that standard and has been 
used with success: “Mr. Brown, what 
is the amount of life insurance you 
eventually hope to carry?” 


COCTUARY. ready for almost any case. _ How to Make the First 
160 N. La Salle St. Some years ago the National Cash Thirty Seconds Effective 


By keeping a sharp lookout for pat 
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Specialty. 
Colcord Bldg. OKLAHOMA CITY 








ActuarialService Insurance Publicity 


ARRETT N. COATES 
CONSULTING 
ACTUARY 


54 Pine Street . . San Francisco 








FE L. MARSHALL 
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CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 




















tures in our policies.” 

Suppose a cash register man should 
go into a store and say, “I represent 
the National Cash Register Company. 
I came in to see if I could sell you a 
cash register. We have some special 
attachments on our machine.” 


Idea of Buying 
Kills His Interest 


What interest has a merchant in spe- 
cial attachments on a machine in which 
he is not interested? Just as much as 
the average man who is not sold on 
the idea of taking more life insurance 
has in the special features of a new pol- 
icy. Not a bit. 

How much better it would have been 
if the life agent had said: “I represent 
the service department of the Blank 
Life Insurance company, and I have 
come in to show you how we can help 
you build up an estate for yourself if 





second or third on one of the 27 pro- 
duction days of the month, but few 
being able to repeat for the highest 
honors. J. D. Duncan, general agent in 
Kentucky, had the honor of turning in 
the greatest day’s work, $105,000 in 
written business, while J. C. Dacot of 
Florida had the second largest day with 
$103,000. The 20 agents working out 
of the St. Louis agency turned in 
$1,000,000 for the month. 

During the month the average policy 
was about $4,000, compared with less 
than $3,000 for the average month. On 
some days the average per policy was 
more than $5,000. In October, 1924, the 
company produced but $3,909,091, and 
in October, 1923, $2,496,257. For Sep- 
tember of this year the written business 
was $3,117,015. 


Asks Receiver for Midland 
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they had used with success. From | sayings with which to open interviews, ( Twen 
aumeut these, the following was adopted a them — a ees eee Alisteel Desks 
and recommended to the salesmen to | in em out, discarding those whi : we 
. *. — awe = ° : : do not — gooey a re- "-- cok ts on : 
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Eile Snewanse Accountants I i oy Maggy vt dem Meee will coun be able to make the first. 30 to the day’s work and prestige & GRI 
cutee the National Cash Register Company. | seconds of your interview so effective to itsowner. Richlyfinishedin fF 
29 South La Salle Street, Chicago I came in to show you how we can | that they will carry you across and help Sen Sa ae : 
help you save money.” you to make many a sale which would bronze ee ee : 
otherwise have been lost. ble, green ba plinoleum FE yi 
H. NITCHIE os ~ me ye top, a are } last word §& in 
e ACTUARY egative Suggestion nm beauty and convenience. FF: E 
1523 Assn. Bldg. 19 S. La Salle St. Notice the psychology. The _ sales- RECORD FOR MELSON MONTH Measured on the basis of cost 
Telephone State #92 . . CHICAGO man does not at once stimulate the A . P per year, convenience, or 
thought in the mind of the prospect | Continental Life of St. Louis Rolled Up prestige building appearance & 
that he is there to sell him a cash regis- Total of Nearly $6,000,000—Goal rs on ee 3 
HAY C. MARVIN ter. That would produce a_ negative Was $5,000,000 guarantee of permanent satistaction. TO 
CONSULTING ACTUARY reaction. The prospect would immedi- Write for the new GF 
ately associate ‘the suggestion with : F . Alisteel Desk Catalog 
2105 North Meridian St. spending money for something which The Continental Life of St. Louis The General Fireproofing Co. : 
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thought which is stimulated is that he | October, Melson Honor Month, when Canadian Plant: Toronto, Ontario 
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CONSULTING upon the salesman as his friend and The goal was set at $5,000,000. When 
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you live to old age and for your family J. A. Todd, a stockholder in the Mid- 
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